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BANK FILM: To show trainees the steps for advancement (See page 30) 


This Month: 


EXAMPLES OF SMALL TERM LOANS by Earl Burke 


RESULT-PRODUCING COUNTRY BANK ADVERTISING by J. A. Ansley 


AN ASSURED PLAN FOR LONG-RANGE SAVINGS by J. D. Barnctte 

















YOUR TELLER SAID TO ASK YOU IF 
THIS INDORSEMENT IS ALL RIGHT! 
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Every teller in your bank can instantly give the right answers about indorsements 
if he has studied Hammermill’s idea-book, ‘‘Check Indorsements.” It outlines what 
the indorser’s liabilities and responsibilities are under the Negotiable Instruments Act 
..- illustrates many types of check indorsements...explains safe and unsafe practices 


in indorsing a check. We’ll be glad to send you enough copies for all your tellers, Send cou pon for 


GIVE YOUR CHECKS THE ADVANTAGES OF “THE BEST KNOWN NAME IN PAPER” your copies today 


M a R Hammermill Paper Company 
wh Lg 1503 East Lake Road, Erie, Pennsylvania 





Please send me FREE, copies of ‘‘Check Indorsements”’ 


sy A e ETY for my tellers. 
Name Position, 


(Please attach to, or write on, your bank letterhead) BCH-AP 














MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE, PA.,. FOUNDED 1898 
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Junior Board 


Sins: In your February issue you 
describe the “Junior Bank Board” at the 
First National Bank, San Rafael, Cali- 
fornia. 

You may be interested to know that the 
Union Trust Company established a similar 
board of employees on January 26, 1949. 
After more than a year of operation we are 
very pleased with the results. Our board 
meets monthly, in the directors’ room at 
the bank; and the members are paid a fee 
for attendance. No officers are eligible for 
membership although the treasurer of the 
bank presides at the meetings with at least 
one other senior officer present to answer 
questions. 

A secretary is elected from the group to 
keep detailed minutes so that suggestions 
will be followed up with action. Sugges- 
tions that are adopted are tied in with the 
bank’s suggestion system and the em- 
ployees are paid for their ideas. 

ALLAN F. BRIDE, 

Union Trust Company, 
Springfield 2, Massachusetts 
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Small Business Credit 


Sirs: In view of the many proposals to 
make credit available to small business, 
either by way of direct government loans 
or guaranteed loans, we feel it is highly 
desirable to inform the public of the credit 
now available. 





What are Banks 
doing for Small Business? 


ARE BANKS INTERESTEO 11 
MAKING Loans To ‘maul. susiness? 
Of course they are. Making loans is a big part of a bank's business. A large portion 
of a hank’ 's income comes from interest on loans. There's another reason why 
banks are anxious to help small business. A lot of Saint Paul's big business was 
smalt — a generation ago. And several of the businesses which were big then, 
of business now. Size isn’t a factor in the goodness of loans. 


WHAT HAS THE FrRST waTioWAt 
DONE FOR SMALL BUSINESS? 
When World War Il ended. The First National Bank of Saint Paul set up a 
special Small Business Loan Division under the direction of Theodore D Maier, 
Vice President. Its job—to make loans to renurning vets and others who want 
good character, some ex- 
¢, and some investment of the borrowers’ own money. Its terms—up to 3 
s to repay in monthly installments out of i 
Small Business Loan Division has helped peers 










1,000 small — 
ng the pat 5 dese Bg. average og loan was less than $2,000. When 

business nm more bank credit, it was readily given. More than 90° of the 
total loaned amount of rm £050,363, has been repaid. Losses have been nepligible. 


WHO USES SMALL BUSINESS 
LOANS AND WHT? 
Our loans were ased by 25 types af business. They include manufacturers, job- 
bers, farmers, contractors, and men in service industries. Wi loans to 
- lp folks open a grocery store, buy an interest in a gas station, manufacture a 
novelty, equip a dentist's office, and modernize a meat marker, to mention just a 
tow reasons. Out loans have bought an amazing variety of machinery and equip- 
ment. They've been used to carry accounts receivable and to purchase inven- 
TOF, too, 


What Nar 80 rou GET 
WITH 8 FIRST NATIONAL LOAN? 
Oli evs assigned to this division have devored thousands of hours to interview- 
ing, investigating, and providing their know-how and advice to these small busi- 
hess enterprises. We've taken pride in Saint Paul’s small business growth, and 
ve beam when we discuss the number of these businesses which are humming 
with activity and success. 


wer 
al = na 
an we grant - requests for loans? No, sir. It wouldn't be fair to a borrower if 
ve encouraged him to venture into a business which has no reasonable. pros- 
pe pcaryss That's why a hanker must say “no” once in a while. But, ed 
sed at the number of applicants who have thanked us for saying “no” =— 
litely, geet firmly—and for developing information which has led to their de- 
ermination not to proceed with a venture in question. 


- Ft ha} 10U BORROW 
WATIONALT 


Wa see needs a ra _ $500—or $1,000,000—our bank is equipped to serve 
that business constructiv 


The private enterprise system—of which competitive banking is an integ- 
val part—has provided the potent force which built a dynamic America 
~~and the world’s highest standard of living. It's the system which af- 
fords small business the opportunity to start and grow. 

That's the system for us—ail of us! 


THE FIRST NATIONAL BANK 
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7 YEARS OF FretWOLY seavies 
2 off & sertes depicting the part played by privaie banking in owe economy) 





It seems to us that the chartered banks 
are taking care of the credit needs of small 
business in an intelligent and adequate 
manner. While the enclosed advertise- 
ment is the story of only one bank’s experi- 
ence, we know from observation that our 
policies are much the same as those of other 
banks. 

We hope that your magazine will assist 
in bringing about a full discussion of small 
business loans through regular channels, as 
opposed to new channels that may do more 
harm than good. 

F. H. DELANEY, Vice-president, 

The First National Bank 
of Saint Paul, 
Saint Paul 1, Minnesota 
+ 

Sirs: I think you will be interested in 
It refers to an experi- 
ment we have con- 
ducted in this 
bank, under which 
term credit has 
been made avail- 
able to small con- 
cerns of our com- 
munity for the 
past six years. 

Based “on this 
experience,.iwe are 
unalterably' ‘Op- 
posed to govern- 
ment guaranteed 
credit and feel that 
the small business 
credit problem can be effectively handled at 
home without insurance. 

E. F. Rerrer, Vice-president, 

Commercial National Bank, 
Peoria 1, Illinois 


the enclosed thesis. 
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Accrual Accounting 


Sirs: The article on accrual accounting 
in your January issue may help in getting 
our bank changed from a cash basis to the 
accrual method. I will appreciate it if 
you will mail me ten extra copies of the 
issue so that I can give them to our direc- 
tors. 

As former cashier of a small bank, with 
less than $1,000,000 of deposits, I found 
from experience that the accrual method is 
more satisfactory. 

Rosin Hoop, 

Executive Vice-president, 
The First National Bank, 
Marion, North Carolina 
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Service Center 


Strs: We have read with much interest 
the article entitled “A Bank’s Popular 
Customer Service Center” by Howard J. 
Morris, Jr., in your February issue. We 
would appreciate your informing us if there 
would be any copyright technicalities in- 
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volved if we were to set up a similar service 
in our bank. 
Lynn G. MEYERs, Cashier, 
Monroe State Savings Bank, 
Monroe, Michigan 
Ed.-The idea is not copyrighted 
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Court Decisions 


Sirs: We do not take the time that we 
should to express our thanks for your 
splendid publication. It is the most valu- 
able bank publication we receive. We are 
especially benefitted by “‘Court Decisions” 
by Mr. Rosenberg. 

W. F. MIELKE, Vice-president, 

First National Bank of Coshocton, 
Coshocton, Ohio 
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Breaking New Ground 


(From the 1949 Annual Report of the American Telephone and Telegraph Company) 


‘Telephone service today is generally as fast, clear, accurate 
and dependable as at any time in history and the Bell 
System is breaking new ground in service betterment. 

It is fundamental in the policy of the business that the 
only good service in the long run is one that is always 
improving. We expect to go forward in the years ahead 
as we have in the years gone by. 

Bell System research was never more effective than it 
is today. Manufacturing, supply and service operations 
were never better performed. ‘The men and women of 
all departments are doing a magnificent job and the facili- 
ties they design, build and operate are far and away the 
best in history and getting better every day. 

Weare confident too that telephone users desire good 
and improving service and prefer to pay what it reasonably 


costs. We believe the public understands the need for 
good telephone wages and working conditions — for a 
sound financial structure — and for earnings that will con- 
tinue to provide a steady and reasonable return on the 
billions of dollars invested in the Bell System by hundreds 
of thousands of men and women. 


We have confidence that under wise regulation, in 
future as in the past, the System will continue to have the 
means and the freedom it needs to do the best job that 
it can. 

Those are cornerstones in the building of a com- 
munication system that is a great national asset. The 
Bell System can be relied on to move steadily forward 
in providing better and better telephone service to the 
American people. 
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TRENDS IN FINANCE 





Canada on the March 


Canada is currently in the midst of a dra- 
matic rush of economic development, and 
its banks are in the forefront of this activ- 
ity, helping to give impetus and direction 
to the expansion programs. 

The nation’s burgeoning economy is ex- 
panding in many directions. Capturing the 
headlines are the strides being made to 
locate and develop vast natural resources, 
such as oil and iron ore. With new finds, 
the frontiers are being continually pushed 
back. Moreover, in all parts of the country 
new industries are being started and exist- 
ing ones enlarged. Also, Canada now ex- 
ports and imports more than any other 
nation except the United States and Great 
Britain. And, Canada’s population is in- 
creasing at a faster rate than for some 
decades; augmented by post-war immigra- 
tion from Europe, it now approximates 
14,000,000 people. 

Early arrivals. Wherever expansion is 
taking place, there -Canadian banks are 
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among the first to erect offices. It may be 
in a log cabin, as so often happens in new 
mining camps, or in a corner of a barber 
shop as in one recent case in Quebec prov- 
ince, or in industrial suburban metropolitan 
areas it may be a highly modern structure 
that one of the banks erects as it expands 
its services to meet the needs of a fast grow- 
ing economy. 

“Canadian banks have always been in 
the forefront in opening up new territory 
and providing banking facilities,” says 
R. S. Waldie, chairman of the board, Im- 
perial Bank of Canada, Toronto. ‘“They 
are often actually in advance of the needs 
of the community.” 

Quebec-Labrador. Imperial Bank, to- 
gether with the Bank of Montreal and the 
National Canadian Bank, is in the van of 
the highly publicized iron ore development 














Isolated mining camps betoken vast resources developments 


in the virtually uninhabited Quebec-Labra- 
dor region north of the St. Lawrence river, 
in which seven of the biggest United States 
steel companies are heavily interested. Al- 
ready the three banks have established 
branches at Seven Islands, a small trading 
community today but destined to be an 
important shipping point for the ore. 
Already tons of heavy mining machinery 
have been flown from Seven Islands 300 
miles north into Labrador to drill for iron 
ore deposits. A railway to run 300 miles 
north is now fully surveyed, with construc- 
tion to start next autumn. Docks to enable 
shipment of 20,000,000 tons of ore a year 
from Seven Islands are to be built in the 
next two years. Shipments will be on the 
way to the steel mills at Cleveland and in 
the New England area by 1953, according 
to present plans. Total ore deposits are 
estimated at over 300,000,000 tons. 

The three branch banks at Seven Islands, 
and there may be more later, will do a gen- 














Canada now has world’s third largest volume of foreign trade 


With Canada’s economy expanding in many directions, its banks are giving impetus to the boom 





Toronto’s bustling waterfront typifies rapid industrial progress 














eral banking business, largely involving 
financing day-to-day turnover of the con- 
tractors and mining companies operating 
out of that “stepping off’ point. 

Large industry. The Quebec-Labrador 
development is but one of many now being 
undertaken. ““Today Canada is one of the 
leading producers of minerals, and current 
production is valued at well over $800.- 
000,000 a year, derived from about 60 sub- 
stances,”’ states Stanley M. Wedd, presi- 
dent, Canadian Bank of Commerce. 

While the cost of most Canadian natural 
resources development is defrayed by pub- 
lic bond or stock issues, construction of 
mining mills and other major capital ex- 
penses are often bank financed. The 
Canadian banks also advance funds for 
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maturity portfolio. 


aggregating close to $700 millions. 























Sar the bank war institutional investor 


Railroad Equipment Trust Certificates, with a record of safety through 
three-quarters of a century, enjoy an enviable position among all invest- 
ments. Especially is this true when they are viewed through the eyes 
of the bank or institutional investor, for their serial maturities present 
special advantages wherever there is necessity for a well formulated 


During the past nine years, Halsey, Stuart & Co. Inc. has purchased and 
offered, either alone or with associates, the certificates of 55 American railroads 


The benefits of this experience are offered to those interested in buying 
or selling equipment trust certificates. We deal in and are prepared to 
provide quotations for the certificates of most of America’s railroads. 





A helpful folder discussing these securities, their record and their outlook is available 
on request. Send for ‘Railroad Equipment Certificates,’ without cost or obligation. 


Representative Equipment Trust Certificates 


Atlantic Coast Line Railroad 
Series J, 2%%, Due 1951-64 
Chesapeake & Ohio Railway 
2nd Equip. Trust of 1949, 2%%, 
Due 1951-59 
Chicago and North Western 
Railway Company 
2nd Equip. Trust of 1949, 234%, 
Due 1950-64 
Gulf, Mobile and Ohio 
Railroad Company 
Series E, 24%, Due 1951-64 


Series BB, 24%, Due 1950-59 





Ilinois Central Equipment Trust 


New York Central Railroad 
2nd Equip. Trust of 1949, 2%%, 
Due 1951-64 
Northern Pacific Railway 
Equip. Trust of 1949, 2nd Series, 244%, 

Due 1950-64 
Pennsylvania Railroad 
Equipment Trust 
Series Y, 24%, Due 1951-65 
Seaboard Air Line Railroad 
Series C, 24%, Due 1950-62 


Southern Pacific Company 


Equipment Trust 
Series BB, 24%, Due 1950-64 
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T NEA Y 


AND OTHER PRINCIPAL CITIES 











Toronto main branch display, 
Canadian Bank of Commerce 


mining and forestry operations when they 
near the production stage, and have good 
showings of raw materials. 

Oil boom. The present petroleum de- 
velopment program, largely in Alberta but 
extending also into Saskatchewan and 
Manitoba, is the largest ever undertaken 
in Canada. Alberta now has nearly 1,000 
productive wells, and the nation’s oil pro- 
duction has tripled since 1947. At the end 
of 1949 it was over 70,000 barrels per day, 
sufficient to meet the entire needs of the 
three prairie provinces, and it is considered 
quite possible that with further discoveries 
production may eventually be sufficient to 
meet or closely approximate total Canadian 
oil requirements. If so, this will substan- 
tially reduce Canada’s trade deficit with the 
United States, for in 1948 Canada’s oil im- 
ports from all sources amounted to about 
$300,000,000. 

All the Canadian banks with branches in 
western Canada have created special facil- 
ities for oil development financing. Nearly 
all the banks have oil consultants at their 
head offices at Toronto or Montreal, and 
at Calgary or Edmonton in western Can- 
ada. They are sending special agents to 
oil centers in the United States, to discuss 
with operators there the possibilities of en- 
tering the Canadian field. These special 


agents have data on such matters as prov- [ 


ince legislation regarding oil development, 


foreign exchange control regulations, and f 
how U. S. capital brought into Canada can — 
easily be taken out again. They also have f 
information on oil bearing structure in the f) 
prairie provinces, as shown by government fF 


and consulting engineers. 

Plant influx. 
of natural resources is the program of in- 
dustrial expansion. For instance, during 


the past two years 260 new plants have f 


been established in Canada by outside in- 
terests. About 180 of these are branch 
plants of well-known United States con- 
cerns, a third of them in the oil industry. 


About 60 British companies have set up | 
branches in Canada, and there are 20 from f 


other countries. 

Import restrictions, designed to save 
U. S. dollars, have played a part in this in- 
dustrial growth. Canadian banks are hard 
at work helping U. S. companies and others 
to open branch plants in Canada as a means 
of maintaining their business in the Do- 
minion. For example, the banks make the 


facilities of their new business development | 


departments available to firms interested in 


Burroughs Clearing House 





Rivaling the development 
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"Our New York collections 7 Weve used 
Bankers Trust for about 20 years, Harry. 
Did you know they nucrotilm all transi? 
items payable outside of New York for | 
their correspondents’ protection Fad 











Where collections are concerned, it’s 
accuracy, speed and dependability 
that count. 

When your bank sends its checks, 
notes, drafts, trade acceptances and 
bills of exchange to us for collection, 
you receive prompt and dependable 
service—twenty-four hours aday. All 
transit items payable outside of New 
York are microfilmed for your 
protection. 

Modern, high-speed equipment, 
plus careful work by experienced 
p< sonnel, insure that your bank ob- 
tains the proceeds of its collection 
it-ms with maximum speed. 


April. 1950 





To further minimize delay, you 
are invited to write us with a view 
to securing full benefit from mail 
and express schedules— both rail and 
air. 

In addition, our experienced Col- 
lection Department receives millions 
of coupons and bonds for collection 
every year. No matter how great our 
volume may be, particular attention 
is given to items that require special 
handling. Coupons and bonds are 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 














examined to expedite presentation 
and minimize “returns.” 

Through our experienced Foreign 
Division, we can also give you fast 
collection service on your foreign 
items. 

For full information on the col- 
lection service in which you are 
interested, please write Banking 
Department, Bankers Trust Com- 
pany, 16 Wall St., 
New York 15. 
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If your customers are contemplating expansion, Canada 


offers them new frontiers—a vast new field of enter- 


prise. Its natural resources have not yet been fully de- 


veloped—its markets are great but still growing. As 


their bankers, you may be asked about the potentialities 


north of the border. 


To American bankers and their customers interested 


in trade with Canada The Canadian Bank of Commerce 


offers every assistance. Our Business Development De- 


partment in Toronto and our five United States branches 


welcome inquiries. You will find a genuine interest in 


smoothing the path —a willingness and ability to pro- 


vide those extra services which help so much in doing 


business over any border. 


E nquiries 





welcomed. 


THE CANADIAN BANK 
OF COMMERCE 


Head Office: Toronto 


550 Branches across Canada and in 


NEW YORK SEATTLE 
LOS ANGELES 


PORTLAND, ORE. 
LONDON, ENG. AND THE WEST INDIES 


SAN FRANCISCO 











coming to Canada, aid in financing the pur. f the opi 
chase or building of factories, and assist in § widesp! 
obtaining permits for the inflow or ex» ort. § jt is in 
ing of U. S. funds through the Foreign Ex. peing : 
change Control Board. ; 

It is estimated that in the last 10 ‘ears 
manufacturing capacity in Canada hus ip. 
creased by about 60 per cent, while the ; 
gross value of Canadian manufacturing 
production per capita has risen from «bout 


7 


$250 in the 1926-29 period to about $750 vo 
today. There are now nearly 33,000 manu- § | »0 
facturing establishments in Canada pro- 
ducing goods valued at over $10,000,000, . 
000 a year. x0 


Heavy exporter. World trade is also an §}} ix 
important factor in every Canadian’s life, 
for a third of the national income is derived 
from this source. Last year Canada ex-f} * 
ported products valued at $3,000,000,000, B}} o 
while its imports totaled $2,500,000,000, 
However, while half of its exports went to 
the United States, two-thirds of its imports 
came from that source. 

This trade position is giving Canadian 
bankers considerable worry at present, be- — snap-b: 
cause of the dollar shortages in countries to [ cussion 
which Canada exports. Much thought is— Mr. 
being given to helping Canadian business § growin: 
increase its imports from other countries in § and pe 
order to enable them to buy more in Can- § present 
ada or even to maintain their present § don’t i 
volume of purchases. credit 

“We in Canada must buy more from discour 
overseas, or we shall surely sell less,” com-— pote 
ments H. L. Enman, president, Bank ofB often ¢ 
Nova Scotia. credit 1} 

Banks assist. Canadian banks help back, | 
finance foreign trade and have many offices Howev 
throughout the world. They all operate 
foreign departments through which Cana- 
dian exporters and importers are actively 
aided. Also, Canadian bank officers make 
frequent trips to foreign countries to study 
trade and finance conditions at firsthand. 

Truly, Canadian economic development 
is “on the march,” and in this remarkable 
progress the banks are making many sig- 
nificant contributions. 
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Instaliment Credit and 
Retail Trade 


That the present trend of installment 
credit in relation to personal income pre- 
sages a possible slowing down in the volume 
of loans in this category, with a consequen! 
dampening effect on retail trade, is the 
conclusion reached by Addison T. Cutler. 
trade economist, Federal Reserve Bank o! 
Cleveland. 

The reason for this viewpoint is that for 
some time, installment credit has bee 
expanding faster than personal income. 
and it is obvious that this trend cannol 
continue indefinitely. 

Gap widening. During the final quarte! 
of 1949, total personal income in the 
United States was at a level of about 30 
per cent of the average for 1935-1939, the 
pre-war years usually taken as a standaré 
of comparison. In the same fourth quar 
ter, outstanding installment credit 4! 
month end averaged 312 per cent of th 
pre-war base period. If the recent tren¢ 
should continue throughout the balance 0! 
this year, installment credit at year-ene 
would be 428 per cent of pre-war and tot! 
personal income about 305 per cent. 

The primary danger in the situation, i} —_ 
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the opinion of Mr. Cutler, does not lie in 
widespread default on obligations. Rather, 
it is in the fact that installment credit is 
being stretched toward a point where a 





INSTALMENT CREDIT OUTSTANDING 
in relation to 
PERSONAL INCOME 


1935-39"100 1935-39"100 














Will loan volume slacken? 


snap-back would have unfavorable reper- 
cussions on the volume of retail trade. 

Mr. Cutler does not believe that the 
growing disparity between installment debt 
and personal incomes will continue at the 
present rate. He reasons that if incomes 
don’t increase, then probably installment 
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credit will ease up, as heavy repayments 
discourage new debt undertakings. 
Potentialities. The valid argument is 
often advanced that a drop in installment 
credit rarely induces a general business set- 
back, but rather follows as a consequence. 
However, Mr. Cutler considers it possible 


that under the closely balanced circum- 
stances of 1950, a reversal in installment 
credit could precipitate trouble elsewhere. 
Also, he points out that in case of a business 
decline from some other cause, a sharp re- 
versal in the present trend of installment 
credit would not be far behind and would 
intensify the downward pressures. 
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Credit Catechism 


While there is currently much discussion 
on business loan guarantees, and partici- 
pation arrangements on longer term credits 
for small business, actually most of the 
responsibility for meeting legitimate credit 
needs must rest with the individuals in the 
banks who are handling the loan applica- 
tions. It is their resourcefulness, and will- 
ingness to dig below the surface to make 
risks bankable, that is the key factor rather 
than new loan forms. 

A specific listing of some of the questions 
‘a good bank credit man should ask himself 
before rejecting a loan application was re- 
cently given by Edward F. Gee, vice-presi- 
dent, State-Planters Bank & Trust Com- 
pany, Richmond, Virginia. 

Mr. Gee asserts that it’s a good rule 
never to turn down a loan application 
without first exploring all alternative 
terms, conditions, and arrangements that 
might be worked out to enable the loan to 
measure up to an acceptable risk. The 
exploratory routine of questions he pro- 
poses are as follows: 

1. Who might logically endorse, and how 


would that change the picture? 

2. What assets might be pledged, mort- 
gaged or assigned—automobile, cash sur- 
render value of life insurance, securities, 
real estate, leases, equipment, receivables, 
inventory, an interest in an unliquidated 
estate, and so on? 

3. Is there a sufficient equity over and 
above the existing property liens to give an 
added second lien unquestioned security 
value? Property values, of course, have 
risen substantially and perhaps to some 
extent permanently over the past eight or 
ten years. “In several instances we have 
been able to tap this spread between an old 
reduced first mortgage and an increased 
property value by taking a blanket second 
mortgage as general collateral to a current 
line of credit that might otherwise have 
been unwarranted,” Mr. Gee explains. 

4. Does the borrower need as much, as 
long? 

5. Would a written agreement to observe 
certain specific covenants and conditions 
improve the risk at all? 

6. Would a holdback loss reserve be ap- 
plicable or worthwhile? 

7. Are there notes receivable that might 
check up acceptably as two-name dis- 
counts in lieu of handling this single-name 
request? 

8. Can any part of the existing -debt 
total be made subordinate to the loan 
requested? 

9. Is this the type of business loan that 
might safely be set up against the assign- 
ment of accounts receivable, against a field 
warehousing arrangement, against a Fac- 
tor’s Lien, against a trust receipt or floor- 





Columbia Machine Posting Equipment 


Conservatively, 65% of the machine operator’s time is 
spent in locating and handling the records, while only 
30% is posting time on the machine. 





The posting can be no faster than the speed with which 
the records are fed into the machine. 
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@ Machine Posting Equipment meets the demand of 
modern business for speed and ease of handling records. 


THE COMPLETE UNIT 


Current and semi-active accounts com- 
bined in the same unit save time and 
space. The posting tray houses the 
active records, the transfer drawer 
below houses semi-active records. It’s 
a timesaver for the machine operator 

r ‘“‘stuffing’’ clerk to have all records within arm’s 
reach. No additional space required for separate 
filing of semi-active records. 
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Please mail full information on Machine Posting Equipment. 








t trend CHICAGO 24, ILL. NEW YORK 10, N. Y. 

: ; KANSAS CITY CAMBRIDGE SAN FRANCISCO Compan 

lance 0! pany 

year-ene MAIL THIS COUPON TODAY Address anne 








nd total 


FOR FULL INFORMATION City and State 


t. THE COMPLETE UNIT — 
ation, if IN CLOSED POSITION Our Stationer is: Bears 
g Hous#April, 1950 4 























When you think 
of Pittsburgh’s 


“(Gateway Center” 


Think of 
PEOPLES 
FIRST 












































“Gateway Center’—-a group of 
magnificent commercial buildings 
adjoining Pittsburgh’s projected 
Point Park—is assured by 1952. 
This project has been accom- 
plished through Pittsburgh’s 
Urban Redevelopment Author- 
ity, which looks ahead to 
assisting with other major im- 
provements. 

The co-operation of numerous 
agencies is available to those who 
wish to take advantage of the 
new opportunities offered by 
Pittsburgh. For information, 
address the Pittsburgh Industrial 
Development Council, Pittsburgh 
19, Pa. And for banking and Cor- 
respondent services, you can rely 
on Peoples First National. With 
16 offices in the Pittsburgh area, 
it is ideally equipped to serve you. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 


Member F.D.1.C. 





planning arrangement, against the guar- 
antee of a parent or subsidiary company, 
or against some other form of available 
security? 

Says Mr. Gee: “If, after running down 
the list you discover any possibilities, or 
combination of possibilities, don’t say ‘no,’ 
say, ‘Yes, Mr. Jones, we'll be glad to shape 
up a loan for you on a basis like this. . .’ 
and then you lay out your terms and con- 
ditions. In my opinion, an alternative 
proposal, if it is at all reasonable, is always 
far preferable to a blunt, abrupt, and total 
rejection.” 

+ . + 


Stocks ws. Savings 


Investment banking firms are becoming 
increasingly advertising minded, in their 
efforts to interest the “‘little fellow’ in 
securities, and lately there has been a dis- 
tinct trend toward emphasizing the cur- 
rent high yield to be derived from equity 
investment. 
Much of the promotion of the invest- 
ment banking industry has not been 
particularly competitive with commercial 
or savings banks. Thus the campaign of 
the New York Stock Exchange emphasized 
the desirability of having an adequate bank 
savings account and life insurance program 
before considering common stocks. 
However, the accompanying examples 
illu.trate an interesting debate conducted 
in newspaper advertising columns, relating 
to the respective merits of equity invest- 
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Two sides to the question of a 
satisfactory return 





ments versus savings bank accounts an 
presenting two aspects to the rate or yiel 
question. 

If investment firms such as Bache & Co. 
continue to feature high yields, aid ty 
contrast them directly with bank ir (eres 
rates, doubtless there will be other rebuttals 
similar to the reply of The Dime Saving 
Bank of Brooklyn. 

. + + 


Credit Case Studies 


One of the penalties paid by banks not 
having membership in Robert Morris Asso- 
ciates is that they do not have access to the 
highly interesting and enlightening series oj 
case studies being published in the monthly 
“Bulletin” of this national organization oj 
bank credit men. 

Eliminating names, these case studies pre. 
pared by RMA members chronicle actual 
credit experiences in which trouble was en- 
countered. In each case, they go into con- 
siderable detail in tracing the ups and 
downs of the loan customer under study, 
the management mistakes made, the finan- 
cial and managerial adjustments necessi- 
tated, and the ultimate results. There is 
also a review of the lessons to be derived 
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from the problems presented. 
For both newcomers and experienced 


personnel in the bank credit field, the case 
studies represent a very palatable way o/ 
emphasizing some vital “‘do’s and don’ts” 


which might well save many thousands o 
dollars in unnecessary losses. 








lama 
Two-Percenter 





Vil take 2%. Vil take mine straight 
without any worry about ups and downs, 
any fears about finance and fluctuations, 
any shocks about stocks! 


lil take 2% and the certainty that when 
I need my money I can get it, get it any 
time, get it ALL. 


Vil take 2% because I can't afford to 
take chances. I'm no gambler with my 
funds, my future, my savings. 


I'm a Two-Percenter! 


You... too? 


You can bank on 


“DIME 


SAVINGS BANK OF BROOKLYN 
DOWNTOWN = Fulton Street and DeKalb Ave. 


BENSONHURST: 86th Street and 19th Avenue 
FLATBUSH: Ave. Jand Coney Island Aveang 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Inventory vs. Receivables as Collateral 


By W. E. KEGEL 


Special Representative, American Express Field Warehousing Corporation, Detroit 26, Michigan 








Present day trends have tended to im- 
prove the comparative position of inventory 
over receivables as collateral for bank loans. 

One of the many virtues of accounts re- 
ceivable in recent years was that they were 
usually close to cash; this made them very 
desirable collateral because it kept loans 
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Use of field warehousing 


in a more current position. Another ad- 
vantage to receivables was concentration, 
which made their review a comparatively 
easy task. 

However, the picture is now changing. A 
midwestern banker in a recent issue of a 
national credit publication called attention 
to the fact that many manufacturers and 
wholesalers have reverted to pre-war terms. 
In other words, the trend appears to be for 
receivables to run over longer periods. 

This extension of terms, plus the trend 

toward diversification of markets because 
of competition, results in two adverse con- 
ditions for the lender: First, the collateral 
is not as close to cash; second, the risk 
covers a wider field and a longer period, 
thus requiring more costly investigation 
and supervision. 
A banker making a loan against receiv- 
ables today cannot look for as rapid liqui- 
‘ation as in the past. In addition, he must 
carefully look into the companies involved 
in the invoicing, and must audit his collat- 
eral more frequently to assure himself that 
proper value is being maintained. 

Conversely, use of inventory as collateral 
wil eliminate having a loan drag along be- 
ause «{ liberalized credits. If raw ma- 
lerials «re the collateral, the loan must be 
reduce’ before the materials are used for 
Produci:on. This should sharply accelerate 
payme: | of the loan. 

More \ver, by using inventory as secu- 
ity, a ‘onder can properly evaluate a com- 
pany’s equirements and have some voice 
nthe s: !ectivity of purchases. He can also 
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be in a position to exercise reasonable con- 
trol of carry-overs. Since bankers and 
others are recommending extreme vigilance 
with respect to inventories, to ascertain 
that they do not get out of line, the fore- 
going controls are of considerable impor- 
tance. 

Basic raw materials and commodities 
have not shown any appreciable fluctuation 
in price the past few years. A banker has 
no difficulty keeping in close touch with the 
market on this type of collateral, and can 
easily maintain proper selectivity. Cer- 
tainly, it is less effort and costs less to de- 
termine the value of a few raw materials or 
commodities than to investigate a number 
of varied risks included in a list of re- 
ceivables. 

There are other ways, too, in which in- 
ventory has a preferred position in the 
collateral picture. 

Ownership of inventory can be estab- 
lished with comparative ease, but validity 
of receivables is something which can re- 
quire considerable effort to determine. 

Also, warehouse receipt laws are uniform 
in the 48 states at the present time. There 
are many different laws governing receiv- 
ables, which require considerable time and 


occasionally legal expense to investigate. 

Moreover, since a warehouse receipt is a 
conveyance of title; there are generally no 
obstacles to acquiring and selling inventory 
should forced liquidation become necessary. 
Disputed and spurious claims can compli- 
cate liquidation of receivables. 

Naturally, if the banker has elected to 
use inventory as his security, he will also 
give consideration to requesting the bor- 
rower to place the inventory in custody so 
that the banker may hold receipts issued by 
a reputable field warehouseman. Field 
warehousing should be given preference 
wherever possible over the terminal type 
because of the convenience plus the purely 
nominal cost to the borrower. 

The foregoing comparative summary is 
not intended as an argument against all re- 
ceivable financing. A receivable is still a 
prime piece of collateral in many instances, 
and it will always fill a definite spot in the 
borrowing structure. However, it is ap- 
parent that under present circumstances a 
banker should give careful thought as to 
whether his collateral in individual in- 
stances might not be more liquid, and his 
cost of operation reduced, if he looked to 
inventory as security. 








7 


We are reminded by Joe E. Wells, 
editor of the COLOMA COURIER of 
Coloma, Michigan, that each year when 
the circus comes to town, with the same 
old ballyhoo, it meets the same enthu- 
siastic reception it got when we were 
kids because each year there are “two 
million people who never saw an 
elephant”. 


Each year two million citizens grow up 
and for the first time experience the 
thrill of tasting Phil’s Famous Ham- 
burgers or Scott’s Sundaes ...of using 
a safety razor or trying out various 
shades and flavors of lipstick. So many 
wonderful things are ‘‘discovered” each 
year by so many people and at all differ- 
ent age levels. 


Just think! If we who have things to 
sell stopped telling people about them 
for even a short three-year period, there 


TWO MILLION NEVER SAW AN ELEPHANT 

















would be six million people who 
would never hear about them and prob- 
ably many millions more who would 
forget. 


It is perhaps trite to say that the job 
of selling is never done, but some of us 
need the reminder. How many million 
people never knew they could borrow 
small sums of money from legitimate 
banking institutions? How many realize 
how inexpensive it is to use the check- 
ing facilities of banks? As a matter of 
fact, how many don’t know the advan- 
tages of using Personalized Checks, 
even though we have been consistently 
emphasizing their advantages for the 
past eleven years? 


None of us have even begun to tell the 
story, and even when we do tell it to 
everyone there will still remain those 
two million new people who each year 
hear it for the first time. 
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Manufacturing Plants at: 
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we have endeavored over the years to increase the scope and effectiveness of 
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our correspondent service. Today, we provide a great variety of services which 
often have proved helpful to our banking friends. 


To be sure you are acquainted with the full range of Chase correspondent 


Pomme 


services, we have prepared this descriptive folder which we will gladly send 


to you on request. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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BANKING NEWS 








Savings-Mortgage 
Conference 


Discussions on the expanding threat of 
government competition were combined 
with practical suggestions for advancing 
the savings and mortgage business at the 
Annual Savings and Mortgage Conference 
in New York City, March 13-14. 

Middle-income housing. Highlighting 
the program, which had been developed by 
the Savings and Mortgage Division of the 
American Bankers Association, was the 
appearance of Senators John Sparkman, 
Alabama, and Henry P. Cain, Washington. 
They participated in a panel forum at 
which William A. Marcus, senior vice- 
president, American Trust Company, San 
Francisco, served as moderator. 

The Senators agreed that the United 
States needed one million new housing 
units a year for the country to stay where 
it is now. They differed sharply on the 
best method of reaching that goal, particu- 
larly on the co-operative housing bill pro- 





viding for a mixed ownership corporation 
for financing the middle-income group. 

Senator Sparkman, chairman of the 
Senate Subcommittee on Housing, pointed 
out that the corporation though established 
by the government could eventually be- 
come privately owned through the sale of 
stock to co-operatives borrowing against 
its funds. Senator Cain stated that if 
anyone could prove that the middle-in- 
come families were not being taken care 
of properly and that credit was not avail- 
able he would favor the bill. He said that 
as long as Federal rent control continues 
“you can no more satisfy your housing 
shortage than you can fly.” 

Bank policies. Suggesting an expansion 
of mortgage lending as a means of increas- 
ing service to the public, Rowland R. 
McElvare, division president and senior 
executive vice-president, Bank for Savings, 
New York City, said that with an invest- 
ment ratio of about 30 per cent of assets, 
the savings banks have more liquidity than 
they need. 

_.J- R. Dunkerley, division secretary and 
| deputy manager of the A. B. A., turned to 
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SENATOR SPARKMAN 


W. A. MARCUS 





SENATOR CAIN 


Present opposing views of government in home financing 


savings. If the banks are to maintain their 
leadership in this field, he said, it will be 
necessary to do a better merchandising job 
than is being done. The United States 
Savings and Loan League considers one- 
fourth of one per cent of share funds as a 
minimum for promotion. 

Home construction. There are advan- 
tages to making construction loans as well 
as mortgages, said John Adikes, president. 
Jamaica Savings Bank, Jamaica, New 
York. Among these, he noted the satis- 
factory return on the short-term paper, the 
fact that the building loan gives the bank 
first access to the permanent financing, the 
fact that contact with builders is a channel 
for new business and that the bank is put 
in better position to judge and service the 
loan. 

Harry R. Templeton, vice-president, The 
Cleveland Trust Company, Cleveland, 
stated his opinion that the way to provide 
adequate housing and to maintain the 
market is for the housing industry to get 
down the costs. “I mean reduce the price 
of the house, not the size,” he said. For 


Glamorized annual meeting of First Bank Stock Corporation stockholders at Minneapolis 


its effect on prices, the Servicemen’s 
Readjustment Act was a damaging piece of 
legislation, he said. 

Mortgage costs. In the past few years, 
the net income on a mortgage loan portfolio 
after costs was not over 3 per cent, and 
in many cases was much less, Wendell T. 
Burns, vice-president, Northwestern Na- 
tional Bank of Minneapolis, told the con- 
ference. It has been indicated by study, 
he said, that costs for the commercial 
banks are around 1.35 per cent of the 
mortgage loans outstanding. 
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Orientation Sessions 


More than 400 stockholders and close te 
100 invited guests attended First Bank 
Stock Corporation’s twenty-first annual 
meeting held in Minneapolis, February 14. 

Special arrangements had been made for 
holding the meeting in the main ballroom 
of the Nicollet Hotel. While by-laws 
specify holding the meetings at the First 
National Bank of Minneapolis, this tech- 











nicality was complied with by opening the 
session briefly at the bank before proceed- 
ing to the hotel. 

The purpose of the meeting, according to 
E. O. Jenkins, corporation president, was to 
enable stockholders to become better ac- 
quainted with the corporation, the men who 
manage it, its policies and operations. 
Stockholders not only heard an accounting 
by Mr. Jenkins of 1949 operations of the 
corporation and its affiliates, but had an 
opportunity to ask questions. 

Participating with Mr. Jenkins in sum- 
marizing results and in answering questions 
asked by those present, or mailed in ad- 
vance, were Henry E. Atwood and Julian 
B. Baird, vice-presidents; Lawrence B. 
Hogue, secretary; Hugh W. Martin, treas- 
urer; and Philip L. Ray, a director. 

An array of displays for the stockholders 
at the hotel included maps showing the 
location of the corporation’s 75 bank affil- 
iates in Minnesota, Montana, North Da- 
kota and South Dakota; time and labor 
Saving machines uséd in modern banking; 
charts of the progress and growth of de- 
posits, capital accounts, earnings and divi- 
dend payments; and a series of slides re- 
porting the progress in modernizing old and 
constructing new banking quarters. 
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Women’s Program 


A special luncheon-meeting presenting 
““A Woman’s Financial Program” by the 
Association of Bank Women at the Hotel 
Biltmore in New York City recently at- 
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Miss E. H. Walker, moderator (center), and panel members 


Record attendance, panel discussion, keynote financial luncheon 


tracted wide attention. 
600 women. 


It was attended by 


The featured speaker of the meeting was 





Signs can be cold and indiffer- 
ent...or they can be warm and 


friendly. 


Bankette’s attractive Cristalglo 


directional signs are making 


friends and building goodwill 


for banks in all parts of the coun- 


try. These modern edge-illumi- 


nated signs are made of glass. Up- 


keep is low, because glass is less 


THAT BUILD 


liable to scratch, will not warp 


or change color, and retains its 
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GOODWILL 


rilliancy indefinitely. 


Why not write for our booklet: 
“Light the Way 
to Efficient Operations"? 


THE BANKETTE COMPANY 


INCORPORATED 


127 Federal Street 


12 
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Dr. Elizabeth S. May, economic analyst | 


and academic dean of Wheaton College, 
whose subject was “Your Dollar.” 


We ff 


need to know where to plant our savings, | 
said Dr. May, so they will be fruitful and § 


multiply. 


Dr. May was followed by a panel on §& 


various phases of the woman’s financial 
program. Banking was discussed by Anne 
Houstoun Sadler, assistant treasurer, Bank 
of the Manhattan Company; insurance by 
Marion Stevens Eberly, director, women’s 


division, Institute of Life Insurance; in- J 
vestments by Louise Watson, investment ff 


advisor, R. W. Pressprich and Company; 
wills and estates by Nancye B. Staub, as- 
sistant trust officer, Morristown Trust 
Company. 

Sarah T. Arthur, Irving Trust Company, 
and regional vice-president, Association of 
Bank Women, presided at the meeting. 

“The number of women attending the 
luncheon far exceeded our expectations,” 
reports Helen R. Feil, assistant secretary, 
The Dime Savings Bank, Brooklyn, and 
the association’s publicity chairman, ‘and 
there were many requests for more such 
programs.” 


Teletype Improves Credit 
Service 


In order to improve the service in check- 
ing credits on installment transactions sub- 
mitted for approval by its many dealers, 
City National Bank & Trust Company, 
Kansas City, Missouri, recently installed a 
teletype service between the bank and the 
local credit bureau. 

In the past, credit applications had been 
telephoned to the bank by the dealer to one 
of three girl credit investigators, who, 10 


turn, would telephone the information lof 


the credit bureau. After the report was 
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i completed by the credit bureau, the bureau 
would telephone the report to bank investi- 

i gators, who then transcribed the report and 
submitted the material to bank credit men 
for approval. 

With the new procedure, the credit ap- 
plication is transmitted to the credit bureau 
by the teletype, saving the time of a stenog- 
rapher at the credit bureau. The com- 
pleted report is returned in the same man- 
ner, saving the time of a stenographer at the 
bank. By eliminating the necessity of 
transcribing the information once at each 
end, considerable time is saved, and the 
possibility of errors creeping in is materially 
reduced. Now, the operator at either end 
of the line can type the information on the 
} teletype whenever ready, without the need 
of a girl being available to take the infor- 
mation. The paper of the teletype is 
printed in rolls with the blank form for a 
credit report, and the typist at either end 
merely fills out the necessary blanks, saving 
a considerable amount of descriptive iden- 
tification. 

In addition to dealer paper credit ap- 
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in terms of manpower, equipment, mate- 
rials, production, quality and cost. The 
bulletin also can be useful in planning and 
preparing work to be reproduced, selecting 
appropriate reproduction processes for dif- 
ferent classes of work, estimating costs, 
and preparing requisitions. 

Material in the booklet is based on sur- 
veys in many agencies and on a review of 
practices in private business establishments. 
Copies are available through the Superin- 
tendent of Documents, U. S. Government 


Printing Office, Washington, D. C., for 
30 cents. 
- . + 
Warning Plaques 
That the long arm of the FBI is 


called into action in the case of robberies 
of FDIC-insured banks is the little-known 
fact that the Illinois Bankers Association 
is publicizing as a means of helping to pre- 
vent such crimes. 

The theory is that individuals are well 
aware of the unrelenting pursuit of any 


@ FBI 


Investigates violations of the 


Federal Bank Robbery Statute 


TITLE 





16, U.S. C., SECTION 2113. 


TO ROB, BURGLARIZE OR STEAL FROM THIS 
BANK IS A FEDERAL OFFENSE 


NOTIFY THE FBI IMMEDIATELY OF ANY VIOLATIONS 
\ = 


TO CONTACT THE FBI, CONSULT PAGE ONE OF YOUR TELEPHONE DIRECTORY 








To forestall robbery attempts 


case by the FBI, and will not want to 
chance any involvement with this agency. 

With the permission and co-operation 
of J. Edgar Hoover, bureau director, the 
association is making available to insured 
banks, at cost, small metal plaques for dis- 











First Security Bank of Utah employees tour Salt Lake City plant 


play at teller windows and other conspicu- 
ous places. The plaques warn that the 
FBI investigates all cases wherein a 
member of the FDIC suffers loss through 
violation of the Federal Bank Robbery 
Statute. 

The Illinois association is offering the 
plaques, at a nominal fee, to other state 
associations. Preparation and distribution 
of the plaques is under the direction of 
Richard H. Long, vice-president and cash- 
ier of the Peoples State Bank of Gillespie. 
Illinois, and chairman of the association’s 
committee on crime prevention and insur- 
ance. 


Bank Personnel Tours 


The practice of taking bank personnel 
on tour of the customer’s place of business 
is an innovation recently adopted by the 
Main and First South Office of the First 
Security Bank of Utah in Salt Lake City. 

Bank officials felt that better understand- 
ing could be fostered between the bank 
and its customers if the bank employees 
became familiar with the operations of the 
businesses they serviced daily at the bank. 
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Knowledge you need 


When you have business in this area, use the 
complete knowledge of New England mar- 
kets and business conditions which this bank 
of “Outstanding Strength” has accumulated 
over more than 114 years of handling difh- 
cult and unusual tasks for customers and cor- 
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The Christensen Diamond Products 
Company of Salt Lake City was chosen as 
the first place to visit in a series of excur- 
sions designed to give employees a first- 
hand knowledge of many of Utah’s most 
important manufacturing and _ industrial 
concerns. 

According to bank officers, similar trips 
are planned throughout the year. 


o 


The Houston, Texas, chapter of the 
American Institute of Banking also is 
sponsoring a series of industrial tours, 
arranged to give bank employees a clearer 
idea of the industries their banks serve. 
Approximately 125 bank personnel from 
most of Houston’s banks were represented 
on the first tour. Cecil Purifoy, A. I. B. 
president, said other such excursions have 
been scheduled. 


Extended 6. I. Loan Service 


An indication of current interest in G. I. 
Home Loans is evidenced in an announce- 
ment of Melvin F. Lanphar and Company, 
mortgage bankers, Detroit. The firm has 


expanded its lending facilities to all parts f 


of Michigan’s lower peninsula. 
The company will make any Section 501 


home loan up to $10,000 that the Veterans ; 


Administration will guarantee. 
“Our plan,” said-Mr. Lanphar, 


World War II to secure a loan for the pur- 
pose of purchasing a new or existing home 
up to 100 per cent of the purchase price.” 
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Banking Encyclopedia 
Revised 


A new edition of “Encyclopedia of Bank- 
ing and Finance,” representing a thorough 
revision and enlargement of the 1937 edi- 
tion, has just been published. 

The new, fifth edition discusses many 
new subjects and elaborates and _ revises 
those which already have appeared. Vari 
ous banking terms, as well as all bibli- 
ographies, are brought up to date. The 
encyclopedia is arranged alphabetic ally by 
subject and cross-referencing is widely 
employed. This standard reference is 
available through the Bankers Publishing 
Company, Cambridge, Massachusetts, for 
$12. 
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Safe Deposit Men Meet 


The American Safe Deposit Association 
will hold its 1950 convention in Chicago 
on May 25-27, with the Illinois Safe 
Deposit Association serving as host. 

E. D. Baughman, secretary-manager of 
the National Safe Deposit Company and 
immediate past president of the Illinois 
Association, is serving as general conven- 
tion chairman. Stanley V. Westman, vice- 
president of the Exchange Safe Deposit 
Corporation and president of the Illinois 
Association, is chairman of the hospitality 
committee. 

The program committee is planning a 


' program covering practices and policies of 





the safe deposit business. 
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New Counterfeit-Detector 


A new device, known as a spuriscope, 
that reportedly spots counterfeit bills in a 
matter of seconds is now available to banks, 
business firms and the public. 

Designed with a telephone-like numeral 
dial, the spuriscope is a simple mechanical 
counterfeit-detector priced at five dollars. 


| The manufacturer claims that the code can 


be learned in a matter of minutes, and that 











Detects bogus bills 


some bills, and never more than 10 seconds 


} on any bill. 


_ The spuriscope dial system was devised 
in accordance with the code numbering and 
checking method employed by the Bureau 
of Engraving and Printing, and does not 
attempt to guess about the portrait on the 
bill, the engraving, the ink or the paper 
texture. The spuriscope is distributed by 


| Stanat Sales, 254 West 54th Street, New 
| York 19, New York. 
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A Study in Contrasts 


Remodeling and new construction proj- 
ects have played dominant roles in bank 
post-war activity. It is rare, however, that 
such pronounced changes take place as are 
Shov.» in the accompanying layouts. The 
Cont:asts serve to illustrate the architec- 
tura! changes that have occurred in bank 
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Atom pile by-products 
“tly” to help medical research 





Radioisotopes were needed by a Boston hospital for patient treatment. Lead- 
shielded box of radioactive iodine (weight, 35 lbs.) picked up by Air Express in 
Knoxville, Tenn., at 11 A.M., delivered 7:15 p.m. Charge, $8.60. Hospitals, like all 
business, use Air Express regularly to get supplies from anywhere in hours. 











It’s easier and more convenient to use Shipments keep moving. Air Express 
the world’s fastest shipping service. goes on every Scheduled Airline flight. 
When shipments are ready, just phone Frequent schedules. Use dependable, 
for pick-up. Special door-to-door experienced Air Express—keep your 
service included in the low rates. business rolling at a profitable clip. 


Only Air Express gives you all these advantages 


World’s fastest shipping service. 

Special door-to-door service at no extra cost. 

One-carrier responsibility all the way. 

1150 cities served direct by air; air-rail to 18,000 off-airline offices. 

Experienced Air Express has handled over 25 million shipments. 
Because of these advantages, regular use of Air Express pays. It’s your best air 
shipping buy. For fastest shipping action, phone Air Express Division, Railway 
Express Agency. (Many low commodity rates in effect. Investigate.) 


Rates include pick-up and delivery door 
to door in all principal towns and cities 





GETS THERE FIRST 


A service of 
Railway Express Agency and the 


SCHEDULED AIRLINES of the U.S. 
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Remodeling at Planters National Bank of Mena, Arkansas, shows 38-year change 


Recent bank remodeling projects show startling architectural possibilities 


buildings in a few short generations. 

After 38 years of service, the interior and 
exterior of the Planters National Bank of 
Mena, Mena, Arkansas, have undergone 
major remodeling changes. High, wrought 
iron tellers’ cages and grillwork have given 
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way to low, paneled tellers’ counters and 
glass screens. 

Pastel green structural glass is used on 
the outside for the lower floor of the bank. 
Brick glass windows, a newly-painted upper 
story, a full-sized glass door and a new bank 


sign are other exterior changes. 

A community cornerstone for almost 3U 
vears of progress and growth, the Potomac 
Valley Bank, Petersburg, West Virginia, re 
cently moved from its countrystore-tront 
quarters to a modern, one story, block stone 


Burroughs Clearing House 








yst 30 
ramac 
1a, Te 
-{ront 
stone 


House 









% 
th” EE 
—hohing 


ivers™ A MESSAGE FROM THE CHAIRMAN 
OF THE BOARD 





The men who founded Imperial Bank of Canada 
three-quarters of a century ago had an abiding faith in 





Canada’s future. That faith carried them triumphantly 


through the time of gloom and depression in which the 
Bank was born. 


Advancing cautiously but steadily, they built an 
institution which became a helpful partner in every phase 
of Canada’s development. 





Il. K. JOHNSTON 
President Today, the men who direct the operations of Imperial 
Bank of Canada look to the future with the same confident 
eyes as did its Founders. 


They believe that Canada has erected the founda- 
tions for sound, solid development and continued pros- 
perity for a growing population. On this, the 75th Anni- 
versary of the founding of Imperial Bank of Canada, they 
reaffirm those tested principles and forward-looking 
policies which inspired their predecessors. 











On behalf of the Board and Management, 


L. S$. MACKERSY 
General Manager 


IP 5 beeas 


Chairman of the 
Board of Directors 


Glours fer D WWI’ 


IMPERIAL BANK 


] OF CANADA 








) April, 1950 
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structure with large plate glass windows 
facing the street. 

It would be difficult to recognize The 
Peoples Bank, Portland, Indiana, so great 
has been its transformation. The front has 
been resurfaced in red colonial brick 
trimmed in limestone, replacing the former 
wooden, retail store front. The bank in- 
terior has been equipped with marble teller 
counters with black deal plates and sloping 
die front. Walnut furniture is used 
throughout. Recessed fluorescent and spot 
lighting provide proper illumination. 
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Bank Credit for Business 


Believing that businessmen would bene- 
fit from knowing more about the fac- 
tors underlying the granting of bank credit, 
the University of Wisconsin’s Bureau of 
Business Research and Service at the 
School of Commerce, in Madison, has pub- 
lished a review of the credit analysis 
methods employed by bankers in passing 
on business loan applications. Entitled 
“Bank Credit for Business,” the booklet is 
written by Donald F. Hayne, research 
assistant, under the direction of Harold G. 
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New low-priced bag with secure lock, em- 
broidered lettering, cardholder included. 
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to us will receive the same 
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extend to them ‘“‘back home.’’ 
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Chicago “‘School Time”’ program acquaints children with banking 


Fraine, professor of commerce, University 
of Wisconsin. 

The 32-page review, together with a 30- 
page appendix, is summarized in a bulletin 
short enough to be read quickly by busi- 
nessmen. It works from the premise that a 
good loan must be mutually advantageous 
to the borrower and to the bank. 

According to Mr. Hayne, credit analysis 
on the part of the bank consists essentially 
of the consideration of three sets of factors 
—personal, financial and economic. In- 
formation on these factors is obtained di- 
rectly from the prospective borrower and 
from his statements and records, or in- 
directly from others who are in a position to 
have reliable knowledge of his character, 
managerial ability, resourcefulness and 
adaptability. Data on financial factors are 
obtained from financial statements and 
budgets, interpreted through statement 
analysis and supplemented by information 
on the firm’s business situation and operat- 
ing policies. Economic factors are related 
to general business conditions beyond the 
control of the individual businessman, but 
considered from the point of view of their 
probable effect on his business. 

Information on each of these essential 
factors is available to the businessman, and, 
if utilized, will enable him to make a thor- 
ough appraisal of his own financial affairs. 
Weaknesses or points of vulnerability may 
be spotted before they become serious, and 
remedial action, possibly including a bank 
loan, may be taken in ample time. 

The proper application of this analysis 
must be made on the basis of each indi- 
vidual business, for the discussion suggests 
only general principles and practices. The 
exhibits presented in the appendix are in- 
tended to be helpful in this connection. 

The review is available through the 
School of Commerce, University of Wis- 
consin, for $1.10. 
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The Banking Story 


Acquainting the public with banking, its 
services to the people, and its influence on 
our democratic way of life, has assumed a 
major role in bank public relations pro- 
grams. Radio, television, finance meetings 
and panel discussions, all have been used 
toward this end. Especially have educa- 


tional programs for women and _ school 
children become increasingly prevalent. 
Banking services for women and their 
families was the subject of a six weeks’ 
public service program sponsored by The 
Kentucky Bankers Association and men- 
ber banks during the months of March and 
early April. 
special women’s radio program called 
“Women’s Angle,” conducted by Miss 
Linda Daly. The program was developed 
by Miss Daly and the Kentucky Bankers 
Association as the result of a recent poll 
through the midwest which disclosed that 
explanations of banking and finances, as 


they affect women and the home, headedf 


the list of subjects women listeners wanted 
to hear. 

Topics for the Wednesday morning 
broadcasts included banks and bank serv- 
ices, checking accounts, bank by mail, pay- 


as-you-go checking accounts, savings ac-f 
counts, Christmas Clubs, savings bonds, 


mortgage loans, trust services, safe deposit 
boxes and loans. 

Bank personnel, with women employees 
featured on each broadcast, discussed 
various departments not only as they func- 
tioned in one particular institution, but as 
they applied to all Louisville area banks. 


o 


A similar educational program called 
“School Time,” now going into its 14th 
year of daily broadcasts to classrooms in 
Illinois, Indiana, Michigan and Wisconsin, 
recently devoted one of its programs to 4 
show called, “‘Rusty Talks To a Banker,” 4 
story of banking methods and the influence 
of banking upon the lives of individuals and 
their community. 

The program, broadcast over the Prairie 
Farmer station, WLS, Chicago, as a feature 
of the “Adventures in Freedom” series o! 
the School Time program, was worked oul 
in co-operation with the committee 0 
education and public relations of the Illinois 
Bankers Association. 

In order for bankers in the area to obtain 
the greatest benefit from this broadcast, 
circulars were mailed urging the banks to 
contact local school authorities, even sup 
plying the schools with radios in order that 


the teachers and students could listen tof) 


the special program. Banks also wele 
asked to advise customers of the program 
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through newspaper advertising, circulars 
and post cards. 

The School Time program is currently 
heard by approximately 200,000 Illinois 
children and by more than a half-million 
children in the midwest. 
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Effective Advertising 


The use of exceptionally dramatic photo- 
graphs in an advertising series created by 
The Chicago National Bank has received 
highly favorable comment. 

The 12-inch-high half-tone illustrations, 
together with brief copy, feature various 
factors in the civic and industrial life and 
progress of Chicago such as oil research, the 
Midwest Stock Exchange, the livestock ex- 
position, aviation, television, and the city’s 
park system. 

N. Lee Udell, the bank’s advertising di- 
rector, said that pre-prints of each adver- 
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Series features photography 


tisement are mailed to a list of 1300 civic 
and business leaders, as well as to a special 
list of individuals to whom the particular 
advertisement will be of interest. A letter 
accompanies each pre-publication mailing 
signed by one of the bank officers, and to 
date, more than 600 favorable replies have 
been received. 

Considerable effort is made also to inject 
an element of timeliness into the series. 
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Savings and Loan Quarters 


The lobby of the First Federal Savings 
and Loan Association’s new quarters in 
Akron, Ohio, operated by all-women per- 
Sonnel, is encased in curved walls of glass 
and decorated with solid cinnamon drapes 
agaist a background of beige-gray walls. 

Fioral patterned carpeting in turquoise, 
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TICKOMETER 


Counting and Imprinting Machine 


Made by the originators of the postage meter... 
offices n 93 cities in U. S. and Canada 


Feeds and stacks automatically . . . records full 
and part runs on visible registers...So much faster 
and more accurate than manual counting that 
it shows big savings in both time and clerical 
costs . . . Already in use in hundreds of banks, 
stores, industries, transportation and amusement 
companies ... Call the nearest PB office, or send 


coupon for booklet. 


PITNEY-BowEs, INC. 
3133 Pacific St., Stamford, Conn. 
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First Federal Savings and Loan Association, Akron 








Bank Building and Equipment Corporation of America 


First Federal Savings and Loan Association, South Pasadena 


Comfort, decorative beauty, blended in new savings and loan quarters 


brown and beige leads into the lobby where 
curved white leather settees are a decora- 
tive and comfort feature for the associa- 
tion’s customers. Plastic relief ornaments, 
symbolic of the savings and loan emblem 
with spread eagle and the capitol in a modi- 
fied decorative form, are set in the walls. 

Indirect, incandescent lighting fixtures, 
encased in aluminum wells, supplement 
cove illumination in the lobby. Top 
screens are absent from sloping die-front 
business counters of walnut, lending an air 
of informality. 


+ 


One outstanding achievement in the con- 
struction of the First Federal Savings and 
Loan Association of South Pasadena, Cali- 
fornia, is that there are no supporting 
columns in the office area of the new build- 
ing. This was made possible by steel 
trusses from wall to wall, although the 
building is 60 feet wide and 143 feet deep. 

An unusually handsome exterior includes 
two large lucite doors surrounded by non- 
glare, plate glass windows protected from 
direct sunlight by carefully engineered 
luminex fins or louvres, set at an angle to 
admit only indirect light throughout the 
year. 

Interior decorations include Virginia 
Greenstone flooring and African hardwood 
wall paneling. In the lobby are two large 
photo murals, one of the Washington 
Monument, the other the nation’s Capitol 


building. Incandescent recessed down- 
lights supply the equivalent of full day- 
light without glare. 

A conference room, restrooms, and com- 
pletely furnished dining room and kitchen 
are located on the second floor. An ad- 
jacent parking lot is architecturally made a 
part of the building with a low wall and 
planting wells which carry the landscaping 
across the entire frontage. 
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Railroad Terminal Branch 


One of the most convenient features of 
the new Union Terminal office of The First 
National Bank of Cincinnati, Ohio, is a 
travel department which permits cus- 
tomers in any part of the city to order rail- 
road tickets by telephone. 

The bank purchases the tickets, drawing 
the money from the customer’s account, 
and by special arrangement with the Cin- 
cinnati Union Terminal, the customer can 
pick them up at the terminal just before 
train time. A unique teller window ar- 
rangement opening directly into the offices 
of the ticket agent makes this service 
especially handy. 

Two additional teller windows, opening 
directly into the terminal lobby, are used 
on railroad pay days. Generally, two tell- 
ers operate in the bank, working on a pay- 
ing and receiving basis. 

The terminal branch is of latest design 


Railroad terminal office provides convenient services to customers 
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Louvred exterior, South Pasadena 


and is completely air conditioned. It is out 
of reach of the downtown traffic congestion, 
and parking space is readily available. 
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Newsworthy Briefs 


The Connecticut Bankers Association, 
through its public relations department, is 
promoting a plan which will enable high 
school students to study commercial bank- 
ing operations at firsthand as a regular 
part of their business training curriculum. 
The plan calls for a continuing program 
of behind-the-scenes visits to commercial 
banks, and has gained the support of 77 
of the state’s 105 commercial banks. 


* 


After making recordings of talks with 
depositors on why people save, the Franklin 
Savings Bank in New York City has made 
these the basis of brief radio messages titled 
“Minute Interviews.” 


o 


The Southern Division of the Association 
of Bank Women will hold a regional meet- 
ing in Birmingham, Alabama, April 22-23. 
Serving «as co-chairmen are Mrs. Vivien 
Stanford, vice-president, and Miss Rubye 
Ford, treasurer and personnel director, 
Bank for Savings and Trust, Birmingham, 
and Miss Frances Longshore, collection 


Burroughs Clearing House 














) Apri 











out 
ion, 


‘ion, 
us is 
high 
ank- 
ular 
lum. 
ram 
rcial 
ay 


with 
iklin 
nade 
itled 


rtion 
neet- 
2-23. 
ivien 
ubye 
ctor, 
ham, 
ction 


ouse 




















FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 








» To help customers who require accommodations in 
excess of their open-line limits, many banks use our 
Field Warehouse Service for Warehouse Receipt 
Loans against inventory stored right on the 
borrower’s own premises. If you are in doubt about 
the wisdom of making Warehouse Receipt Loans 
against inventory, let us prove the economy, effi- 
ciency and safety of doing so when you use our 
Field Warehouse Service. 


* 


OPERATING OFFICES 


128 Jackson St., Albany 1, Ga. « Healey Bldg., Atlanta 3, Ga. « 60 State St., Boston 9, 
Mass. e 14 Lafayette Square, Buffalo 3, N.Y. « 173 West Madison St., Chicago 2, 
Ill. e Thomas Bldg., Dallas 1, Texas ¢ National Bank Bldg., Detroit 32, Mich. ¢ Roosevelt 
Bidg., Indianapolis 4, Ind. ¢ 121 W. Forsyth St., Jacksonville 2, Fla. ¢ 520 W. Seventh 
St., Los Angeles 14, Calif. ¢ 39-45 No. Third St., Memphis 3, Tenn. ¢ 404 St. Charles 
St., New Orleans 12, La. © 16 So. Broad St., Philadelphia 2, Pa. ¢ Keystone Bldg., 
Pittsburgh 22, Pa. « 425 East 8th St., St. Paul 1, Minn. « 235 Montgomery St., 


San Francisco 4, Calif. 


New York Terminal Warehouse Company 
25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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Manhattan Savings bank runs ‘““Terrestrial Locomotion” series 


URUAD WAY BANKatTaysy 


Canal WMERICANA 
a te 
OBSOLETE PAPER MONEY 

OF PATERSON BANKS 








Historical checks, bank notes, featured in Broadway exhibit 


These two eastern banks attract crowds with interesting window displays 


department, First ‘National Bank of 
Birmingham. 


Due to great abundance of practical 
material included in the 65-page booklet, 
“The Human Side of Mortgage Servicing,” 
published last August by the A. B. A. 
Savings and Mortgage Division, there has 
been an unprecedented demand for copies. 
Consequently, the booklet is being given 
a second printing. 

* 


In Dallas, Texas, both the Republic 
National Bank and the National City Bank 
recently observed 30th anniversaries. For 
the latter there was dual cause for celebra- 
tion, since it marked the 40th year of Dallas 
banking for Daniel D. Rogers, chairman. 


Another former Morris Plan bank has 
changed its name. The Homestead Bank, 
Columbia, South Carolina, established in 
1913 as a Morris Plan institution and 
operated on that basis until it became a 
commercial bank four years ago, now is 
The Commercial Bank and Trust Company 
of South Carolina. 


As a result of an unusual bank-adminis- 


tered trust fund, some of Southern Cali- 
fornia’s best young golfers are receiving 
educational scholarships following partici- 
pation in the annual Harvey Fleming 
Trust Fund Tournament at San Diego’s 
municipal golf course. The $50,000 trust 
fund is operated by the First National Bank 
in San Diego with annual awards limited 
to a part of the income. 


. 


One of the latest banks to establish a 
discretionary common trust fund is the 
American Security and Trust Company, 
Washington, D. C. 


° 


Resources of the United States National 
Bank of San Diego have been increased to 
$25,500,000, following the merger of this 
California institution with the Citizens 
Bank of Monrovia and the Citizens Bank 
of Monrovia at Arcadia. 


e ° 


Recent Window Displays 


One in a series of human interest exhibits 
on “Terrestrial Locomotion,” by the Lex- 
ington Avenue and 5lst street branch of the 
Manhattan Savings Bank, New York City, 
New York, features the automobile. The 


Bank cooking school stimulates better employee relationships 











exhibits include many rare photographs of 
old automobiles and old-time automobile 
insignia. 

The series was made possible through the 
co-operation of the James Melton Museum 
of Antique Automobiles, the Association of 
Automobile Manufacturers, and other 
private collectors. 


° 


The Boatmen’s National Bank of St. 
Louis has just concluded an elaborate 
window display featuring the work of the 
Missouri Conservation Commission. 

Eight complete windows were devoted to 
the various activities of the Commission, 
such as soil conservation, forest conserva- 
tion, game and wildlife management and 
the ever important problem of the “farmer- 
hunter” relationship. 

One window using a natural setting con- 
tained a covey of live quail; another with a 
different setting contained a pair of quail. 
The display, one of the most successful 
presented so far, attracted constant crowds 
for a 30-day period. 


7 


A collection of historical checks and bank 
notes dating back to 1791, recently was 
exhibited in the window of the Broadway 
Bank & Trust Company, Paterson, New 
Jersey. 

The old notes and checks recall the 
economic scene of the country in the 19th 
century when as many as 1,500 banks were 
issuing money. The exhibit includes a 
check signed by James Fenimore Cooper, 
also many counterfeit and ‘“‘raised notes,” 
a form of counterfeiting by which a higher 
number is pasted over a smaller denomina- 
tion. 

The collection is owned by William H. 
Dilliston, general auditor of the Federal 
Reserve Bank of New York, who has been 
compiling his collection for the past 15 
years. 

* . . 


Wisconsin Bank Says: 
“Look What’s Cooking?~’’ 


There’s a popular notion that many 4 
love-blinded swain awakens after the mar- 
riage ceremony to find that the girl who 
looked the paragon of efficiency and at- 
tractiveness while poised over a typewriter 
strikes out miserably when she tries to 
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| duplicate this performance in the kitchen. 

The girls at The First National Bank of 
Madison, Wisconsin, set out to disprove 
this idea—at least within the bank—and 
here’s what happened: 

It all started in the fall of 1948. Three 
of the girls decided they’d like to further 
their education by learning to cook, and 
they discussed the possibility of organizing 
a class of their own. 

Membership mushrooms. The lunch- 
room at the bank is blessed with a wonder- 
' ful cook, and after hearing the plans, she 
) agreed to serve as instructor. Originally, it 
was planned to have a membership of about 
ten and meet at various of the girls’ homes 
to cook a complete meal one night a week. 
However, word got around the bank and 
about thirty girls expressed a desire to 
join. It was then decided to hold the class 
in the lunchroom, and the girls called them- 
selves ““The First National Supper Club.” 

The class met every Thursday after work 
for a period of ten weeks. Prior to the 
meeting a list was posted on the bulletin 
board in the lunchroom, showing what each 
girl’s duty would be, and the various tasks 
were rotated. 

After the first few meals, the girls were so 
| proud of their accomplishments that they 
decided to invite some of the men in the 
bank to sample their cooking. Each week 
after that four or five of the men were 
guests at the Supper Club. They all agreed 


dresses to kill and cooks the same way’— 
| did not apply to the girls at First National. 

Inexpensive activity. The cost of this 
venture is very nominal. Each girl pays 
one dollar a week, and this covers the cost 
of the food and incidental expenses. 

The second year’s session of the Supper 
Club has just been completed, amid an 
atmosphere of candlelight and beautifully 
decorated tables around the theme of 
Valentine’s Day, by serving a delicious 
dinner consisting of roast turkey and all the 
trimmings to the senior officers of the bank. 
(It can be seen that this is a program which 
management might well encourage.) 

The members of the club are very en- 
thusiastic about these weekly get-togethers, 
and plan to hold another class next year. 
They have learned a lot, not only about 
cooking, but also planning meals, decorat- 
ing tables, and serving, and have had a lot 
of fun. 

The First National management believes 
that the Supper Club is one of the finest 
things that has been done in the bank to 
promote better employee relations. 


| that the definition of a modern girl—‘‘She 
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Extended Loaning Hours 


The Bank of Erie, Erie, Pennsylvania, 
recently extended its loaning hours from 
2:330 to 5 p.m. from Monday through 
Thursday. President W. J. Flynn states 
) that the bank has a commodious office in 
the basement and that one of the employees 
of the loan department remains on duty all 
week days except Friday, when the regular 
loan department is open to 5. 

Applications for mortgage loans, busi- 
hess loans, car loans, personal loans, appli- 
ance loans, farm loans, and in fact all types 
on a discount or installment basis, will be 
| aken during the new hours. Payments on 
. installment paper also may be made in the 
j extended period. 
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Will an embezzler spend 
the money you lend? 


In far too many cases, embezzlement losses suffered 
by a borrower have made it difficult—even impossi- 


ble—for the bank to recover its loan. 


Realizing that a protected borrower is a safer 
risk, more and more bankers are insisting that 
applicants for business loans be adequately insured 
against loss through employee dishonesty. 

Your local FaD representative is on call to 
check the form and sufficiency of your borrowers’ 
dishonesty insurance. This extra protection costs you 


nothing—may save you thousands. 







BLANKET BONDS; BURGLARY AND 
OTHER NEEDED FORMS OF INSURANCE 


. =~ 
T=) FIDELITY, SURETY AND BANKERS 


Fipevity 
Baltimore 


-OSIT COMPANY 
Maryland 


5% 


AFFILIATE: AMERICAN BONDING COMPANY OF BALTIMORE 
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Commercial Banking Department Bond Department Trust Department Foreign Department 


50 services for you... 


through these four major departments 


s correspondent for more than 700 banks, The Northern 
Trust Company provides a thorough and highly person- 
alized service to its banker customers. 

Fifty distinct services are offered to you, your customers 
and employees through our Commercial Banking, Bond, 
Trust, Foreign, and other departments. 

Complete modern facilities and an understanding staff 
speed all transactions. Every item is cleared the day it arrives 
—and dispatched by the fastest means to reach collection 
agents anywhere in the U.S. the following day. 

For over 60 years this bank, one of Chicago’s oldest and 
largest, has enjoyed close, personal relationships with its 
correspondents. Your bank can benefit from a connection here. 


Send for “50 Suggested Services for Correspondent Banks.” 


The Northern Trust Company 


50 SOUTH LA SALLE STREET, CHICAGO 90 
Member Federal Deposit Insurance Corporation 


NEW YORK REPRESENTATIVE ¢ 15 BROAD STREET, NEW YORK 5, N. Y. 
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For business .. large or small... 
there is credit here for all 
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In five years, $95 million in these loans, averaging $3.388 each 


FROM BANK OF AMERICA’S FILES 





By 
EARL BURKE 


ITH term loans to small busi- 
ness in the limelight, it is inter- 
esting to look at a number of 
examples of these loans, to see the form 
they have taken and to observe the 
credit experience with them. 
Fortunately, it has been possible to 
obtain these examples from Bank of 
America N. T. & S. A., San Francisco, 
Which since 1945, has been offering an 
Intecrated small term loan program 
Initiated by President L. M. Giannini. 
Since that date the bank has built up a 
tota! volume of approximately $95,- 





000,00 of loans averaging $3,388. 
Svrall term loans are defined by E. A. 
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Evamples of SMALL TERM LOANS 


A timely sampling of various loan arrangements, 
and the credit experience with such financing 


Mattison, executive vice-president of 
Bank of America as capital loans to 
individuals, partnerships or corpora- 
tions for commercial, industrial, or pro- 
fessional enterprises, with maturities 
presently running from one to three 
years. They are usually for less than 
$10,000, secured or unsecured, and 
each is supported by a modified form of 
business loan agreement with a definite 
program of payments from expected 
earnings. 

The examples of small term loans 
that follow were selected from the cur- 
rent files of the bank’s day and night 
office at No. 1 Powell Street, San 


S. N. Wilson (left) and E. A. Mat- 
tison, "Bank of America officers, 
reviewing loan applications 
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Francisco. The Timeplan Division 
there, which occupies the entire second 
floor and is open week days until 10 
p. m., handles a large number of these 
loans. ““The borrowers range from one- 
man businesses to those employing 
nearly a hundred people,” said Stanley 
N. Wilson, assistant vice-president and 
manager of the Timeplan Division at 
the branch. 

“The smallest business loan we have 
made here,”’ says Mr. Wilson, “‘was for 
$321 to finance supplies for a shoe re- 
pair shop. This loan was based on the 
owner’s firfancial statement, just as a 
big business loan would have been. It 
was set up for 12 months, with monthly 
payments, and was repaid promptly 
out of earnings. 

“One of our most unusual loans of 
this type was for $700, to a local dis- 
tributor who supplies professional type 
boxing gloves to athletic clubs in the 
Bay area and who acts as a fight referee 
at night. This loan was also for 12 
months with monthly payments and 
was made on a statement of the bor- 
rower’s net worth. It was repaid on 
schedule.” 

Other examples of small term loans 
made at Bank of America’s day and 
night branch follow: 

Professional Man. Doctor X, after 
completing military service and grad- 
uating as a dentist, first looked for a 
suitable office location. Next, his big- 
gest problem was financing the equip- 
ment and supplies he needed. The 
total cost of the equipment and sup- 
plies with which to start practice was 
$7,000. It was also necessary to pay 
the first and last months’ rent on a 
lease made on a long term basis. 

The bank was able to arrange for a 
loan to the dentist, the loan to be 
partly secured by the equipment itself, 
on which a minimum down payment 
was made. This loan was set up for 
monthly payments over a 36 months’ 
period because the estimate of net in- 
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come over expenses indicated the 
dentist should be able to meet these 
payments without difficulty. The 
bank could have used his veteran’s 
G. I. loan benefits but in this case it 
was suggested that the loan benefits be 
saved to be applied on the purchase of 
a home. 


ig might be explained that in cases 

such as this the bank’s loan officers 
take a reasonable amount of time to 
discuss the matters of the selection of a 
suitable office location, of operating ex- 
penses, of the amount of rent paid in 
relation to the potential practice, of 
requirements for proper insurance cov- 
erage and similar points of importance 
to the professional man setting himself 
up in business. 

Also, it should be noted that the 
bank has made a large number of 
similar loans to recently-graduated 


wie ff fe inden mae 


dentists for equipping offices. 

Partnership —(G. I.-insured business 
loan, with five partners). After spend- 
ing the war years in the Navy the 
managing partner of this group had 
turned his attention toward establish- 
ing a business of his own. Temporarily 
he had driven a taxicab, had made 
good money and had come to know the 
city. Asa first step, he had purchased 
a grocery store through the use of 
his savings and a small bank loan. 

Later he sold this store at a profit, 
and then teamed up with four former 
Navy shipmates in a project to build a 
super-market in a new residential dis- 
trict which lacked shopping facilities. 
The store was to be equipped with the 
latest type super-market refrigerated 
cases and other modern fixtures. The 
supplies were to be purchased from 
wholesale houses. 

The bank financed the building on a 


From one-man businesses to those employing nearly 100 people 











APPLICATION 
TERM LOAN: BUSINESS 








To Bunk of Americe 












































. California, Re |. ee 
Branch 
I hereby make application for a loan of $ which will be used for the following purpose 
IF PURCHASING EXISTING 5 | Aw 
BUSINESS, BREAKDOWN Neme — | Age { 
OF PURCHASE PRICE EE i 
Home i Phone i 
laventory $ Address | City Zone || : H 
; {| 
Number of years Number of years ‘Number of dependents 
Pincaces $ at this address Vin this community ___jincluding wife des 
MAILING ADDRESS 
Equipment _ oe Saat sguiiche — ‘. = - 
Goodwiil $ SINGLE MARRIED () SEPARATED {9 DIVORCED [5 WIDOWED [ 
TOTAL $ Full name of wife/husband 











Nearest relative 
not living with you 





(Name and address) 


(City) Zone State Relationship 





BUSINESS OR EMPLOYMENT RECORD 





IF YOU ARE NOW EMPLOYED 


(Please answer the following) 








Name of employer acai 







IF YOU ARE NOW IN BUSINESS 
(Please answer the following) 


| Firm or trade 
i name. 














Address Telephone. 














The term loan examples cited were taken from this “‘day and night” office. Its Timeplan Division, shq® har 
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rowers, whereby the partners were joined one of the large corporations as 
willing to restrict their salaries to an so many other students preferred to do. 
amount they could live on, and to He chose, however, to operate his own 
apply net profits according to an_ business. 
agreed-upon percentage after provision In Southern California he had ob- 
for taxes. There were other standard _ served the recent success of the newest 
warranties, including a chattel mort- type of self-service super gas stations, 
gage on the equipment. where the trained attendants make 
’ change and cover a large service area 
THE real estate loan was made for on roller skates. He decided to adapt 
twenty years and the business loan _ this type of self-service station to some 
for three years. The total amount bor- location in Northern California, but 
rowed by the partnership was $32,000. without the roller skating feature. 
This included $11,500 for working He arranged to lease a desirable 
capital, merchandise and the purchase Property strategically located on a well- 
of equipment. The real estate loan is traveled highway just north of a thriv- 
repayable at the rate of $118 monthly ing California city and planned for-an 
and the business loan at $308 a month. installation of 20 pumps. Three 
The new super-market in the grow- months of concentrated effort were re- 
ing residential area was a success from quired to make the right negotiations 
. shave: handles many of the loans the start; the partners have worked for supplies, to obtain the proper leases 
» she’ energetically and the business has and insurance, to train the personnel 
prospered. necessary to control 24-hour service 
G. I. real estate loan, and the purchase Self-Service Super Gas Station: After and to study the blueprints to facilitate 
- of the necessary equipment, supplies war service and graduation in business self service before the business could 
ry and working capital through a G. I.- administration from a leading Cali- begin operations. 
na insured business loan. The G.I. busi- fornia university, the founder of this A bank loan of $10,000 was made 
ad ness section of the loan included a_ business had a choice of careers. He for two years, payable monthly, to 
sh- | flexible form of loan agreement mutu- could have gone into his father’s suc- assist in the purchase and to establish 
ily [| ally satisfactory to the bank and bor- cessful manufacturing business or See SMALL TERM LOANS—Page 74 








ed fF Simplified form of term loan agreement, calling for specific payments from expected earnings 








fit BUSINESS LOAN AGREEMENT Provisions and Warranties 


TO: BANK OF AMERICA NATIONAL TRUST AND SAVINGS ASSOCIATION {a) Borrower warrants that ali financial statements, profit and loss statements, statements as to owner 


ship, and other statements given to Bank are true and correct and that Undersigned has full and complete title 





The unders signe 1 (hereinafter to any and all property which may be pledged or mortgaged to Bank or otherwise hypothecated as security for 
d a 1 rower”,) hereby applies to BANK OF AMERICA ie INAL TRUST AND SAVINGS ASSO- the loan. 
thereinafter calle Bank") for a loan to be evidenced promissory note with substantially the 






(b) Borrower will maintain executive personnel and management satisfactory to Bank 

















1es. Amount of Note: $ Date of Note 19 (ce) Borrower will keep books and records in accordance with good accounting practice and will deliver 
to Bank such financial and profit anc statements (in form satiSfactory to Bank) as Bank may request from 
the 5 Pavable time to time and will permit a representative on behalf of Bank to examine and audit the books of said business 
, Borrower will inform Bank of any litigation involving Borrower. the adverse determination of which might sub- 
ted j Borrower in consideration of Bank making said loan, hereby warrants, represents and agrees as follows stantially prejudice the payment of the loan 
Che is oes. Shans Vilver nk haceat anil shade ie ant (a) Without consent of Bank, and while any sum of the loan here applied for remains unpaid, Borrower 
will not, in the operation of said busi 






gage, assign, hypothecate or encumber ar 
| . ai I operat y Borrower fer or assign any asscts except in the ordinary course of business 

receivable shall be deemed the incurring of indebtedness for borrowed money 

yn a (e) If Borrower is a corporation. it will not, without consent of Bank, pay any dividends on any of its 

will be continue that the proceeds of the loan will be used only in outstanding shares or purchase 0 ny of its sh s capital structure 
the fnllowing supose 
(f) Borrower will 1 aud will take out and keep 
in force such insurance as Bank trot } k deliver to it th 
policies concerned or a sct leo ti rtime. All polics 
an covering property given as secur f Bank 

















ate (g) This Agreement shall continue as long as the loa, or any pa al or extension thereof 
~ emams unpaid. No consent or waiver under this Agreement shall b ive unless in writing. No waiver of 
pa any breach or default shall be deemed a + r of each or default thereafter occuring 
rize 
{h) Any failure on the ay sum of interest or principal the loan when due 
compensation, or sala i, in cash or otherwise, from said business shall w any breach or default by Be srovision, warranty or representation made 
i ounts for the perso ate nor will amounts in excess of the limits in this Loan Agreement, any te substantial portion of the assets of 
3 
4 Borrower, or any levy of attachment, execution or similar process which shall not be released within fifteen (15 
# ays any act on the part of Borrower of insolvency, gencral assignment for the benefit of creditors, voluntary fil 
by Monthly Amount ing under any bankruptcy law or other law for the benefit of creditors, or the filing of an involuntary petition in 
3 j bankruptcy which remains undismissed for a period of sixty (60) days, shall, at the option of Bank, make im 
: mediately due and payable all sums loaned hereunder, regardless of the terms of any promissory note evidencing 
b the loan. 
2 Agrees that in the operation of said business current assets will he maintained in excess of current liabit F 
gre tin the opera t said busine reese ee —— (i) Borrower agrees to additional provisions as follows 
4 . } 
4 y at least Jollars (S$ ); 
Trent assets and liabilities to be determines ccordance with good accounting practice. 
fl 7. Agrees that in the operation of said business r vestment in fixed assets in excess of 
3 
| 4 Dollars ($ 
3 ; . <2 
; any twelve (12) month period will be made except upon consent of Bank first had and obtained 
Will cause the following present indebtednes torrower to be subordinated to the loan here applied 
y a Subordination Agreement satisfactory to Bank 
| : Name of Creditor of Borrower ® Amount 
] Sem reditor of Borrower © pt _.__.} 
é 
: ¥ 
; 
| : ». As security for the loan, Borrower will deliver to Bank the following collateral or duly executed in- 
i 4 ments of security or guaranty, and will comply with all terms, conditions and provisions set forth in such 
H truments: ® 
H 
| 
Hl : IN WITNESS WHEREOF, Borrower has executed this Loan Agreement this 
of 19 
epted: 
NK OF AMERICA NATIONAL TRUST AND 
INGS ASSOCIATION, 


ert type of business, ie.,- machine shop, rn ry. ete 
ate whether sole ownership, partnersbip or corporation 
eat wi ord “none” it provision is not ageeed to or is not applicable 
> eas 
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a specific 10-year goal 


Insurance protection combined with 





An Assured Plan 


lor LA 


INCE the middle of January we 

have been offering the public a 

new type of savings plan. Itisa 
long-range plan that carries a life in- 
surance feature and that has been 
copyrighted by the bank under the 
name of the Sav-Assured Plan. 

We have had the plan under develop- 
ment for a period of three years. 
Throughout that time our purpose has 
been twofold: 1. To provide a savings 
service for the accumulation of funds 
for future use. 2. To provide the cus- 
tomer with assurance that his objective 
would be reached. Giving the cus- 
tomer a specific goal, we believed, 
would be one of the most powerful in- 
centives we could supply for a regular 
savings program. 

The Sav-Assured Plan, as it is now 
in operation, establishes this specific 
goal at $600 for each account. The 
plan calls for the making of payments 
into the account at the rate of $5 a 
month for a ten-year period. Each 
customer is limited to two accounts, 
though husband and wife or other 
members of the family may each open 
two accounts. 

Accounts may be opened by anyone 
between the ages of 18 and 55. At the 
time of opening the account, the cus- 
tomer either fills in or supplies informa- 
tion for an application for enrollment 
in the plan. Included in this is infor- 
mation on the applicant’s health, and 
the application states that acceptance 
is contingent upon the bank’s being 
able to procure insurance from its in- 
surance carrier. 

When the account is accepted the 
bank issues to the customer a passbook 
for the record of payments, a certificate 
of enrollment that names both the 
customer and a beneficiary designated 
by him, and a certificate of insurance 
under the plan. The customer retains 
full title to the account. If he con- 
tinues the payments over the ten-year 
period, he receives the full amount 
paid in, or $600. In the event of his 
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Left to right: J. D. Barnette, president; Herbert R. Solbrig, treasurer; 
George L. Martucci, vice-president 


Depositors receive certificates of enrollment naming beneficiary 


death, the payments cease immedi- 
ately. The account then continues in 
force for the remainder of the ten-year 
period and upon its conclusion the full 
amount is paid to the beneficiary. 

The depositor may discontinue the 
plan at any time. He may withdraw 
the amount deposited, less a small re- 
serve balance of fifty cents a month 
that is built up in the first two years to 
pay the cost of the insurance. 

In the development of the plan, the 
bank had the co-operation of the State 
Department of Financial Institutions 
and the State Insurance Department 
of the State of Indiana, and others. 
They were helpful in the construction 
of detail so that the program would 
comply with the letter of banking and 


(SAVINGS 


By J. D. BARNETTE 


President, First Bank and Trust Company, 
South Bend, 2, Indiana 





insurance laws. The copyright was, of 
course, obtained in Washington. 

When it came to introducing the new 
savings plan to the public, we relied 
heavily on its two, simple factors. One 
of these is the assured, specific goal and 
the other is the requirement of system- 
atic deposits. Customers are famil- 
iar with programs of this nature. The 
most striking evidence of this is the 
success of Christmas Club, which ties 
a strong motive to a simple plan of 
regular deposits. 

These basic points were developed 
by the bank’s public relations officer 
and outside advertising counsel into 4 
complete announcement campaign. 
This included the use of newspaper ad- 
vertising, letters, folders, radio, Audi- . 
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tive in any kind of savings program. 
Add to sour incentive regularity and 
persistence in making payments and 
your objective cannot fail: in fact, it is 
assured from the outset. 


book in which all of 
the details of the 
plan are printed and 
which shows clearly 
progress being made 
toward the goal. 
When a Sav-As- 
sured Plan is opened 
the bank issues a cer- 


Now, Am Assured Savings Goal 
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YOUR SAVINGS GOAL 
1S ASSURED AFTER 


Consider the feeling of confidence, 
and increased incentive, which come 
with the knowledge that from the time 
a Sav-Assured Plan is begun, the full 


Is there some special 
purpose for which you 
would like to start ac- 


cumulating a fund, with amount of planned savings will be paid tificate giving the 
the comforting knowl- in cash at the end of 10 years to you amount, the date, the member's name, 
edge that your savings or to a beneficiary vou name, even 


and the name of the beneficiary. If the 
depositor wishes, he may use this certi- 
ficate to inform the beneficiary that a 
program has been undertaken in the lat- 
ter’s behalf. The certificate serves mere- 
lv as notice to the beneficiary, however, 
and confers no right to the fund during 
the member's lifetime. 


goal is assured from 


“ though death may have terminated the 
the very start? 


deposits vears before. 
It’s Easy To Join 





For instance —would 
you like to provide for 
the college tuition of children, grand- 
children, a favorite nephew or niece? Or 
a nest egg for newlyweds, looking for- 
ward to the day when a son or daugh- 
ter will be establishing a home? Or per- 
haps a gift of cash to help a young man 
get started in his business career? 








While the Sav-Assured Plan is an en- 
tirely new development in banking 
service there is nothing complicated or 
involved about it. [It is easy to under- 
stand, simple in operation. You join the 
plan as easily as you open an ordinary 
savings account and you control the ae- 
count. Even in case of death before the 
ten-year period is completed, the entire 
amount you planned to save is paid to 


Start Your Program Now 


The Sav-Assured Plan is an important 
step forward in banking service, a pro- 
gram which puts new incentive into 
long-range savings plans, and provides 
a convenient means for helping to 
achieve a desired goal. 


For Long Range Goals 





waee These, and many other similar long- 
sence FIRSCO range savings goals, can now be assured a ap the named benefici- 
from the time you start on a regular | ‘= ary, at the end of the 
savings program to accumulate the 9 lr rm)! tile 10 year period. 
fund. This is possible under an entirely bes ¥ } | The Sav-Aesured 
new plan, originated by the First Bank if} 
and Trust Company of South Bend and 
offered for the first time anywhere. It is 
called the Firsco Sav-Assured Plan. 
Having some specific use to which the 
money will be put, furnishes an incen- 
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The questions and answers on an- 
other page of this folder will give you 
more specific information. For answers 
to other questions which you may have, 
inquire at any of the First Bank's four 
convenient offices. Many thrifty per- 
sons will find the Sav-Assured Plan pro- 
vides a service they have long desired. 


OFrfPeeeD ERCLUSIVELY BY 


FIRST BANK & 
TRUST COMPANY 


SOUTH BEND, INDIANA 














Plan is offered in units 
of $600 — calling for 
monthly deposits of 
$5.00 over a period of 
120 months. Deposits 
are credited in a pass 
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The bank has also used newspapers, radio, letters and Audichron to promote the plan 


DETAILS OF THE SAV-ASSURED PLAN | 


How Are Accounts Opened? Simply 
by filling out an “Application for Enroll- 
ment” which takes no more time than 
opening an ordinary savings account. 

Who May Enroll? The Sav-Assured 
plan is open to any person in good health 
between the ages of 18 and 55 inclusive. 
No medical examinations are required; 
however, acceptance is contingent upon 
the bank’s being able to obtain insur- 
ance on the individual under the group 
plan which underwrites the Sav-Assured 
program. 

Are Regular Deposits Required? 
Each Sav-Assured unit calls for a de- 
posit of five dollars per month and pays 
$600 at the end of ten years. Individual 
members of the plan may purchase two 
such units. 

Must A Beneficiary Be Named? 
The advantage of this plan over an 
ordinary savings account is that it guar- 
antees the payment of a definite amount 
at the end of ten years, even though 
deposits may have been terminated by 
death of the depositor at any time previ- 


remains his, to be given in accordance 
with the original intention or otherwise 
used at the depositor’s discretion. 

Who May Be Beneficiaries? Any 
member of the family, friend or other 
person for whom the depositor may wish 
to accumulate a fund may be named as 
the beneficiary. 


What Does The Certificate Mean? 
When a Sav-Assured account is opened 
a certificate is issued giving the name 
of the depositor, the name of the bene- 
ficiary, the amount and the date. The 
depositor may use this certificate as a 
means of notifying the beneficiary that 
Sav-Assured account has been opened. 
The certificate, however, confers no right 
upon the beneficiary to the fund being 
accumulated. 

May Withdrawals Be Made? No 
partial withdrawals may be made. How- 
ever, if it is desired to discontinue the 
plan the entire amount deposited may be 
withdrawn, less a reserve balance of 50c 
per month set aside during the first two 
years of the account to cover the bank’s 


advertising that had been prepared for 
the announcement. We also distrib- 
uted sets of posters that were to be dis- 
played in all offices and lapel ribbons to 
all employees inviting customers to 
““Ask About Our Sav-Assured Plan. 
It’s New!” These were to be worn 
every day for the first week of the an- 
nouncement campaign. 


THe public announcement began with 
a half-page newspaper advertise- 
ment and included a series of radio 
spot announcements, the use of a mes- 
sage on our Audichron time service, 
which receives 300,000 calls a month, 
the placing of a message on our mailing 
machine and the distribution of folders 
to customers coming into the bank. 
Our next step:in the program was a 
direct-mail campaign. We first made 
mailings, consisting of a letter and a 
folder, to 12,400 non-customers se- 
lected by the main office and the 
branches. Then, in our February first 





of ous. It is obvious, therefore, that a Cost for insurance and handling. and fifteenth mailings of customers’ | 
beneficiary should be named to receive When Is The Full Amount Pay- statements we sent out another 9,400 
; the payment in case of such death. How- able? The entire amount—$600 per copies. This gave us a total mailing of 
1eW ever, if the depositor is living when the each unit—is payable at the end of 120 . f the fol 
lied account matures in ten years, the money months (10 years). 21,800 copies of the fo der. : 
ne Further, by way of direct-mail, we 
and a had printed a somewhat less elaborate 
em- fF folder to be used as payroll inserts by 
nil- © In less than two months, 284 accounts were obtained our local companies. These have al- 
The — ready been used by several firms and a 
the number of others have offered to use 
ties [) Chron, etc. This material and all forms Bend. Even though some of them, them in the future. 
, of |) Prepared by the bank’s operating de- such as bookkeepers, do not come in Our contacts with these firms has 
) Partment were in readiness in advance contact with the public at the bank, also given us several opportunities to 
ped of the public announcement, which was__ we felt they were certain to be asked discuss the plan, with some note- 
icer fy Set for January 16. about the plan by friends and others worthy results. In one case we ap- 
me On the day preceding the announce-_ outside the bank. peared before a group of 28 depart- 
ign. fg Ment, we called a general meeting of At the meeting, we described the ment store people, 11 of whom enrolled 
vad- (g the bank’s 175 employees in its main plan in detail, explained the use of the in the plan. In another case, we dis- 
udi- Fi office and three branches in South forms and showed copies of all of the See ASSURED PLAN—Page 76 
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Helpful pointers on a project that is 


not beyond the reach of many 


financial institutions 


Kilming a Bank 
TRATVING 


ECENTLY the writer and a bank 

associate, John Burke, had the 

temerity to undertake the pro- 
duction of a personnel film, ““Training 
in Banking,” largely for showings to 
new employees at the National Bank 
of Detroit. 

Many times during the preparation 
process, if anyone had asked us for 
pointers on launching such a project, 
our recommendation would have been 
a succinct “Don’t.”” There were cer- 
tainly some pitfalls and headaches 
involved. 

However, now that the task has been 
completed, it appears to have been well 
worth the effort. 

No doubt it is, some bankers may 
reply, but we could hardly afford the 
expense of such an undertaking —a 
motion picture in full color, with syn- 
chronized sound, utilizing 1,200 feet of 
film and having a running time of 43 
minutes. 

Actually, the direct cash outlay for 


By 
P. RUSSELL OLIN 


Assistant Vice-president, National Bank 
of Detroit, Detroit 32, Michigan 


“Training in Banking” was only $300, 
covering the cost of film and other sup- 
plies. We estimate that the indirect 
expense for time involved was about 
$500, making a total of around $800. 
The “cast” consisted entirely of train- 
ees and other staff members, and the 
picture was planned and “shot”’ with- 
out outside professional assistance. So, 
it is not a project beyond the reach of 
many financial institutions, especially 
those having a camera enthusiast or 
two. 

The primary purpose of the film is to 


show new trainees the steps necessary: 


for advancement at the junior level. 
Another objective is to emphasize and 
glamourize the importance of business 


PROGRAM | 











machines in bank operations, since 
some beginners are inclined to want to 
skip this phase in favor of other assign- 
ments. 

The story has three distinct parts. 















The first features the experiences of f _ 
two “beginners,” Dorothy Baker and 
Jimmy Stewart, a pair of photogenic 
employees who had previously gone 
through the training steps depicted and 
proved to be highly capable trainees. Th 
Jim is first shown at Detroit’s major B frienc 
league ball park, enjoying the national FF train; 
pastime, and in the process he notices F tion | 
the large NBD sign over the bleachers. F tions 
His thoughts swing from the training F) gelec; 
received by “big time”’ ball players, to F with 
wondering if bank employees also re- & gradi 
ceive training. Just out of high school FB case 
and job conscious, Jim decides to find F} eight 
out. The next morning finds him at B each 
the bank, ready to fill out an employ- F) pass 
ment application, and here he meets F ceree 
Dorothy Baker who has also decided to fF} and ; 
apply for work. l of N 





Made by and for National Bank of Detroit staff members, at a total cost of $800, the film is i 7 with 


The early part of the film traces the experi- 
ences of two trainees 


Dorothy Baker applies for work, is given cleri- 


cal tests as part of screening process 











Assigned to training class, she is given in- 
struction by Mrs. Virginia Spicer 


Jimmy 
item 
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| tion process. 


case of young men. 
s eight applicants are interviewed for 
» each one hired. Both Dorothy and Jim 








‘Director’ Olin and John Burke, able cameraman, at work 


Hollywood version of the filming of a training scene 


The early scenes depict the care and 


) friendly interest with which the bank’s 


training staff handles the indoctrina- 
Since almost all promo- 
tions are made from within the ranks, 
selections of new employees are made 


' with particular emphasis on their up- 
» grading possibilities, especially in the 


On an average, 


pass their clerical tests and other 
screening hurdles with flying colors, 
and are readily accepted by the family 
of NBD employees. 





Jimmy Stewart, another trainee, first learns 


item routing from Mrs. Dorothy Stracke 
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The film then follows Dorothy’s 
carefully assisted progress through 
page staff duties to bookkeeping in- 
struction in a small training class, then 
to on-the-job training under a sponsor, 
and eventually her “graduation”’ to the 
rank of a full-fledged bookkeeper. 

Jim’s steps are likewise traced as he 
first learns the routing of items as,a 
member of the afternoon distribution 
force, then is schooled in bookkeeping 
techniques, and subsequently is as- 
signed to teller work. 

With Dorothy and Jim well trained 
and established, the camera next turns 


Progressing to on-the-job training, he receives 


counseling from department head 





its attention to a second and broader 
phase dealing with the over-all training 
process, which like indoctrination train- 
ing is under the direction of Assistant 
Cashier Arthur S. Greiner. Since pro- 
motions are made from within the 
bank, new people are generally added 
at the bottom or junior level. They 
are brought in for the most part 
through the check departments, where 
they learn the types of items and 
methods of balancing, as well as proper 
work habits. 


TRAINING classes are limited to not 

more than 10persons. Participantsare 
observed for good as well as bad traits; 
are given tests to measure intelligence, 
aptitude and personality character- 
istics; and are carefully screened before 
being assigned to specific departments. 
About one out of ten fails to make the 
grade, largely due to attitude and per- 
formance rather than capacity. Most 
employees spend about four weeks in 
the training department before being 
transferred. All members of a given 
class are being schooled for the same 
type of job assignment, and their in- 
struction includes both theory and 
practice. Thus the film shows the teller 
trainees practicing transactions in an 
actual cage replica, and they also hear 


- discussions by experienced authorities 


among our own bank management on 
such subjects as negotiable instru- 
ments, endorsements, signatures, etc. 
Uniform methods of handling transac- 
tions are taught, as outlined in the 
manual of operations, so that staff 
members can be readily shifted be- 
tween offices. 

Modern training methods are used, 
with every advantage being taken of 
such visual aids as slides, opaque pro- 
jection, motion pictvres, and the new 
overhead projection in a lighted room. 

See TRAINING PROGRAM—Page 77 


f, with sound, and has a running time of 43 minutes. It is being shown primarily to new employees 
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Dorothy and Jim are eventually assigned to 
new branch, as bookkeeper and teller 


a 














How unfavorable trends have been reversed 


by well-planned promotion 


hesult-Producing 
COUNTRY BANK ADVERTISING 


By J. A. ANSLEY 


Cashier, The Lee County Bank, Fort Myers, Florida, and 1949-50 
Chairman, Public Relations Committee, Florida Bankers Association 































ERE is the story of how our bank, 
in a city of 18,000, employed ad- 
vertising to reverse a deposit 

slump and to show an increase of 
28.9% in 18 months. A display of this 
promotion has been used by the Florida 
Public Relations Committee to interest 
other banks in advertising and public 
relations programs. 

Although our town was growing, our 
bank was not getting new business; for 
18 months our deposits had shown a 
downward trend. We conducted a sur- 
vey to determine the reason and found 
that our trouble was caused by two 
| factors: 

1. Our name, The Lee County Bank, 
had an unfamiliar sound to newcomers. 
2. Our location, one block off the 
main business street, was a disad- 
vantage. 
After much discussion we decided to 
attempt to overcome these difficulties 
by glamourizing our name and by using 
advertising intended to bring people 
into our lobby. 

Since our county was named for 
Robert E. Lee and our bank was named 
| for the county, we decided to tie our 
| name to that of the famous general. 

Hanging on the wall of the president’s 
office was a picture of Robert E. Lee on 
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his horse ““Traveler.” This picture 
was the cover from a popular weekly 
magazine. We wrote the magazine and 
obtained permission to use the picture 
in our advertising. 

On Lee’s birthday, we ran a large 
advertisement in the local newspaper 
featuring this picture and offering free 
copies of it to those who visited the 
bank. Many called for the pictures, 
had them framed and placed in their 


Located off the main street, the bank has attracted cust 


One of series showing how deposits work for 
community’s benefit 





homes or offices. A large billboard was 
erected at the entrance of the city, 
where the picture was reproduced in 
colors with the name of the bank 
through the center. This picture has 
since been used in all of our advertising 
as a trade-mark. 

A folder was prepared giving infor- 
mation concerning churches, civic 
clubs, fraternal orders and other organ- 
izations in the city. On the reverse 
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A second campaign featured employees, 2 


how they serve customers 
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Your Deposit in The Lee County Bank 
Is Helping to Build Fort Myers 


Ef you are interested in building a meena tt ct Fey Ph seth 

fo nek wk epee Our experience in financing 
these in studying their Saaan th ealenn aeons eae aut 
tion, in cooperating with the owners and contractors and sharing their troub- 
les and worries. puts us in position to be helptul to you. ea 
ty of plans and suggestions which you are welcome to 


We also invite you to open a checking account at The Lee County Bank. 
Not only will you have the aia eneeaiy ak <ietene See Serer but 
you wil cio be 56 Seen OES Shel ey Ry Ne er 

@ use. 


Deposits Insured up to $5,000.00 by 
Federal Deposit Ins uwrance Corporation 
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was borrowed from the Atlantic Coast- 
line Railroad and mounted on top of 
our building. It rang all day and 
could be heard over most of the down- 
town district. Our two janitors were 
dressed as Pullman porters and gave 
out programs listing information about 
the documents on display. At times 
people stood in lines a block long to see 


Deposits of The Lee County Bank 


FORT MYERS, FLORIDA 
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=~ $7 Million 





the exhibit. 
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$4 Million 
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Was F side was a map showing landmarks of 
ity, ) Fort Myers with our bank prominently 


1 in § displayed. Underneath was an invita- 


grove owners had been helped, how 
ank F tion to call at the bank for a complete legal holiday, the bank was converted many automobiles had new owners be- 
has | map of the city. This folder was placed into a “Freedom Train.” Local sign cause of bank loans, how many babies ) 
sing F in all hotels, tourist courts, restaurants painters built a locomotive through had been financed. : 
Sand other places where tourists and which visitors entered the bank. The These advertisements were followed 
for- |) new residents were likely to be found. lobby was decorated with reproduc- by a campaign showing pictures of our 
lvic F Free orange juice was served during tions of. the historical documents. employees at their jobs and telling 
3an- F the tourist season, with the dispenser Patriotic music was played during the what they do to serve the customers. 
erse 


being placed before a background dis- 
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12-31-48 6-30-49 


ADVERTISING PROGRAM INCREASED 





A 28.9% deposit gain is credited to new advertising program 


play featuring some of the advantages 
of Lee County. 
On George Washington’s birthday, a 


open hours, 9 a.m. to5 p.m. A bell 


The entire student body 


of the high school came, one class at a 


time. 


THe bulk of our promotion and pub- 


lic relations effort has been concen- 
trated on newspaper advertising. We 
increased our space to a half-page or 
more each Sunday. In consideration 
of this order, the Fort Myers News- 
Press gave us the same position on the 
back page every week. 

First, twelve advertisements were 
published giving statistics on what the 
bank had done for the community dur- 
ing the past year: how many homes 
had been made possible, how many 
farm loans had been made, how many 


Next came a campaign on local agri- 


ruslifrentuating its name and by excellent staff-prepared newspaper campaigns, exemplified below 






ees, a8 One of a widely reprinted series on Lee County 


agriculture 


Staff members wrote ads like this, to promote 


a savings contest 


Series on city’s growth involved much his- 
torical research 
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culture. Each week our advertisement 
gave detailed information about one of 
our agricultural products and was illus- 
trated with local pictures. At the same 
time, a display was arranged in the 
lobby. When we ran an advertisement 
on local ornamental nurseries, we 
blanketed the four walls with bougain- 
villaea in all colors. An estimated 1,000 
people each day came to look at the 
flower display. Many of them brought 
cameras and took colored movies. 
When we ran an article on the honey 
industry, our display included a live 
hive of bees enclosed in glass. The 
series also included articles on the 4-H 
Clubs, the veterans’ training programs 
and the Future Farmers of the local 
high school. 

At the end of the series, the articles 
were published in a booklet which was 
offered free of charge. Approximately 
1,000 requests for copies were received 
the first day. A number of real estate 
agents asked for copies to help them in 
selling land. The high school requested 
copies for each member of the agricul- 
tural classes. Copies were requested 
for the libraries of the University of 
Florida and Florida State University. 
The State Department of Education 
reprinted two of the articles in the 
July, 1949 issue of Future Farmers 
magazine. Newspapers and agricul- 
tural magazines, as well as banking 
journals, ran articles about the book- 
let. The Miami Herald published a 
series of articles quoting from it. 

Following the agricultural campaign, 
twelve advertisements were prepared 
showing the growth of the city. Old 
records were searched and pioneer 
settlers were interviewed to obtain 
figures for school attendance, stamp 
sales, building permits and other in- 
dices of growth dating from the orig- 
inal settlement. Histories of the police 
and fire departments were also fea- 
tured. 

The next advertising campaign was 
a contest in which $850 in prizes was 
offered for the best half-page news- 


‘paper advertisements on savings. The 


first prize was $500, the second prize 
$150, the third prize $100, the fourth 
prize $50, and the next ten prizes $5 
each. The judges were the president of 
the Chamber of Commerce, the super- 
intendent of schools and the editor of 
the News-Press. Interest in the con- 
test was stimulated by a series of ad- 
vertisements on savings written by 
employees of the bank and illustrated 
by photographs of those employees at 
their regular banking jobs. The school 
superintendent wrote a letter to all 
schools in the county suggesting that 
they hold elimination contests and 
enter the winners as contestants for the 
cash prizes. Sixty-six ads were en- 
tered in the contest, which closed on 
December 15. They were placed on 
display around the walls of the lobby 
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NERE ARE THE WI 


SECOND PRIZE 450 














J. A. Ansley, left, showing prize-winning ads to President J. H. Fears 
and staff members Bobbie Powers and Virginia Evans 


Another campaign: savings ads submitted by award contestants 


through Christmas Eve when the 
prizes were distributed. Each ad was 
numbered and programs were printed 
giving the names of the contestants so 
that customers and visitors could view 
the work of their friends and neighbors. 
Ads winning the four major prizes were 
published in the newspaper during 


January. 


Each of our advertising campaigns, 
except the “Freedom Train” which 
was a one-day show, lasted approxi- 
mately three months. 


ALL of our advertising copy was pre- 
pared by members of our regular staff 
and pictures were taken by local pho- 
tographers. Since the newspaper is the 
backbone of our program, we invite its 
officials to all of our employee parties 
so we can be better acquainted. We 
send cigars, cigarettes and candy to the 
newsroom, business office, advertising 
department and composing room on 
Christmas. We never miss an oppor- 
tunity to co-operate with the press. 

As our advertising program de- 
veloped, more people visited our lobby 
and business picked up in all depart- 
ments. Our deposits gradually turned 
upward and at the end of 18 months 
had increased by 28.9%. 

About this time, the Public Rela- 
tions Committee of the Florida Bank- 
ers Association adopted as one of its 
projects for the year 1949-50 a ‘“Mini- 
mum Effort” program. All Florida 
banks were requested to do more than 
this outline if possible, but under no 
circumstances to do less. The program 
contained these nine points: 

1. Appoint one person in the bank to 
handle and be responsible for adver- 


THIRD PRIZE 100 











tising and public relations. 

2. Join the Financial Public Rela- 
tions Association. 

3. Order and use the A. B. A. series 
of public relations booklets. 

4. Provide each employee with the 
A. B. A. booklet, ““Public Relations Is 
Up To You.” 

D. Create a friendly atmosphere with 
the customer being treated as a wel- 
comed guest. 

6. Keep employees happy in their 
work. 

7. Have officers and key employees 
take an active part in civic affairs. 

8. Co-operate with schools. 

9. Advertise every week. 

I was requested to start the promo- 


tion of this program with a talk beforef 


the Florida Conference of the Nationa! Sim 9 


Association of Bank Auditors andf 


Comptrollers at St. Petersburg. I bor- 


rowed from the Fort Myers News-Press} 





a newspaper-size leather binder andp 
used it for making a presentation of thef 
nine points, and for featuring the litera-f 


ture which we were sending to the 
banks with the printed outline. At the 


suggestion of Floyd Call, executive 


secretary of the Florida Bankers Asso- 
ciation, I included in this binder : 
selection of The Lee County Bank’ 


advertising in order to show whalf 
could be done in a small city where adf 
vertising agency services are not avail} 


able. I concluded the book with the 
chart reproduced on page 33, showin$ 
our deposit trend for the 18 month: 
before our present advertising program, 
and the upward turn for the following 
18 months. 

During November and December, 

See BANK ADVERTISING—Page 76 
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Wherein a Ferndale National guest 
ynearths a rare find 


MR. CLUTOHDILL 


By 
FRED COPELAND 


Boston, Mass. 
Wednesday, the Ist. 
Aaron Clutchbill, Esq., 
Director, Ferndale National Bank, 


| Ferndale, Vermont 


Esteemed Sir: Our Travel Depart- 
ment is in a tight pinch owing to the 
demands of one of our stockholders who 


| inherited three shares of our stock from 


a Civil War general in 1869. 

This stockholder, Mr. Eric Bowfin 
Oslo, will call on you on a strange mis- 
sion on Monday, next. He is an archae- 
ologist; in our belief of about 8-candle 
power. He has run out of places to dig, 
and he insists that we direct him to 
some likely spot to excavate. He has 
turned over to us $500 which we have 
placed to your account to meet ex- 
penses. 

You will recall our contact man calls 
on you once a year, as a valued corre- 
spondent, and it is from him we learn 
you have the reputation of piloting 
customers to success. 

Hopefully. yours, 

Lowell Tremont Kabott, 
Vice-president 

P. S. If our stockholder, Mr. Eric 
Bowfin Oslo, should happen to fall off 
a cliff there is no one here in our bank 
who would be in a condition to act as 
either pallbearer or mourner at the 
funeral. 


ME. Clutchbill said a_ surprised, 

““Umph!,” then sighed slowly over 
his gray goatee, and inspected through 
his bifocals the blurred image of Cashier 
John Atwood’s head bent over a 
near-by desk. 

“John,” he breathed softly, “if a 
stranger from Boston comes in here 
Monday morning, put him in the di- 
rectors’ room until I can think what to 
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Helps a Correspondent 


do with him. I am going down now to 
see Cal Bannister; maybe he can think 
where to put him later.’* 

“Some dignitary?” asked John curi- 
ously. 

“An underground worker,” said Mr. 
Clutchbill in a cautious low voice. 

With widening eyes John watched 
the old director put on his black stetsor 


**Look !”’ gasped Mr. Oslo, 
**it’s an astrolabe!”’ 











and proceed slowly out of the office. A 
ten minute walk down a maple shaded 
lane brought Mr. Clutchbill to an 
elderly white cottage and weather- 
beaten woodshed. It was in the latter 
structure he came upon his ancient 
crony, Calvin Bannister, holding up in 
front of his admiring eyes a unique 
little object. 

“Hello, Cal, 
gold?” 

“It’s a little weighing scales,” said 
Cal delightedly holding it up. “Got 
it over to Moore’s auction this morn- 
ing... only fifteen cents. I been want- 
ing a scales to weigh trout on.” 

Mr. Clutchbill reached over and 
took the instrument, a little brass 
open-work dial some four inches in di- 
ameter with a heavy brass arrow across 
its face. On top was a brass ring handle 
and below was a hook. For a long 
moment the old director examined it 
with growing excitement. 

“Cal, this is a lucky find. What 
would you think if I told you it may go 
back to the first French explorers of 
North America? I put it at $250, if 
genuine!” 

Mr. Bannister spasmodically reached 
out and recovered the little instru- 
ment. He re-examined it with an open 
mouth. 

See DIRECTOR CLUTCHBILL—Page 78 
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ewis Cass, 
> of Michigan Territory .. 


. Used the old fashioned *f£” for double “s” in 
signing this check on Corcoran & Riggs in 1853 


while serving his state in the Senate. 


One of the most neglected “giants” of early American 
history, Cass was, successively, Brigadier-General in 
the War of 1812, Governor of Michigan Territory 
for eighteen years, Secretary of War under Jackson, 
Minister to France, Democratic Presidential Candi- 
date in 1848, and Secretary of State under Buchanan. 


This redoubtable RIGGS customer was the first 
white man to cover the Indian trail from Detroit to 
Chicago . . . traversing enroute a wild, unsettled 
region that has since become the industrial heartland 
of America. 














From pioneer days to the present, the RIGGS bank- 
ing tradition has kept pace with the economic growth 
of the Nation . . . serving as the Washington depos- 
\ itory of banks and businesses located in all sections 
a4 of the Country. 


RIGGS 


NATIONAL 
BANK 


WASHINGTON, D.C. * FOUNDED 1836 
Cass traveled by 


canoe on most of his early 









RESOURCES OVER $300,000,000 


trips of exploration or 
COMPLETE BANKING AND TRUST SERVICE 


treaty-making. EIGHT CONVENIENT LOCATIONS 


Member — Federal Deposit Insurance Corporation 


Member — Federal Reserve System 
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WASHINGTON VIEWPOUNT 








Independence Drive 


Secretary of the Treasury John W. 
Snyder announced that the 1950 
United States Savings Bonds cam- 
paign, to be known as the Independ- 
ence Drive, will get under way May 15 
and run through July 4. 

The Liberty Bell is the campaign 
symbol and “Save for Your Independ- 
ence” is the campaign slogan. 

“It is singularly appropriate that 
this campaign should be known as the 
Independence Drive, because the spirit 
of personal independence has moti- 
vated our financial as well as our 
political thinking since our nation’s 
earliest days,” Mr. Snyder declared. 

Ever since the inception of the Sav- 
ings Bond program, the Secretary 
added, it has been recognized as a 
strong force for the preservation and 
development of our free enterprise 
system. 

At this writing the staff of the 
Treasury’s savings bond division is 
meeting with volunteer committees 
representing banking, industry, labor, 
agriculture, etc., to organize the In- 
dependence Drive. 


e ° 


New Fiscal Policy 


Refundings early this month of 
maturing certificates of indebtedness 
into a short-term note issue and of a 
maturing note issue into five-year 
notes, instead of one- and two-year 
maturities, provided ample confirma- 
tion that the Treasury Department 
has definitely embarked on a flexible 
fiscal policy. 

Announcement of terms for the 
March-April financing confirmed what 
the financial community has long sus- 
pected, namely, that the Treasury is 
getting away from one-year certificates 
and short-term notes as a means of 
refunding obligations. 

What became apparent to Mr. 
Snyder was that the Federal debt was 
getting top-heavy with floating obliga- 
tions and was too short of investment 
issues that might be attractive to non- 
commercial bank investors. 

The de-emphasis on the floating 
debt policy also indicates that the 
Secretary is becoming more conscious 
of the dangers inherent in a debt that 
night become unwieldy in the event 
hat business activity declines and 

dversely affects tax receipts. There 
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By N. P. GREGORY, 


Washington Correspondent 


is now $56,000,000,000 of floating 
debt, representing 36 per cent of the 
grand total of public marketable bills. 
Before the war the floating debt totaled 
only 10 per cent. 

So much for the new Treasury policy, 
which is finding favor with investors. 
Now there is the question as to how 
Mr. Snyder intends to finance the 
$2,500,000,000 deficit that is expected 
to pile up in the next three months, 
coinciding with the close of the fiscal 
year. 

The best guess, judging from similar 
policy in deficit periods, is that the 
Secretary will borrow the bulk of the 
money outside of the banking system. 
The forthcoming savings bond drive 
will be emphasized. 

Secondly, the Treasury may offer a 
special bond issue to savings banks 
and there will be an issue which will 
be offered to commercial banks. How- 
ever, the emphasis will be on non-bank 


investors so that the greater part of the 
money will not be of an inflationary 
nature. 


SJ ¢ e 


FDIC Amendment 


The Senate passed by voice vote 
without debate a bill amending the 
Federal Deposit Insurance Act in- 
creasing Federal insurance of indi- 
vidual bank accounts up to $10,000, 
double the present limit. The measure 
was sent to the House where early 
approval is expected. 

Under the Senate approved bill, 
insured banks will in effect reduce their 
payments to the FDIC by about 55 
per cent. 

The measure provides that 60 per 
cent of the FDIC assessment income 
above operating costs and insurance 
losses would be refunded to the insured 
banks.. However, the present annual 
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rate of assessment would be left un- 
changed. 

The Senate Banking and Currency 
Committee which steered the legisla- 
tion said the FDIC had a surplus of 
$1,203,942,000 on December 31, 1949, 
and in 1948 completed repayment to 
the Treasury Department of $289,- 
000,000 advanced for the corporation’s 
initial capital. 
> » ¢ 


Wage-Hour Ruling 


An important ruling affecting banks 
and other financial institutions has 
been rendered by William R. McComb, 
administrator of the Labor Depart- 
ment’s Wage and Hour and Public 
Contracts division. 

The ruling in effect bars the classi- 
fication of clerical learners for sub- 
minimum wages under the Federal 
Wage Hour law approved by Congress 
on January 25, 1950. 

Under special provisions of the law 
persons employed for the first time as 
stenographers, typists, statement clerks 
and in other similar types of “white 
collar” jobs cannot be classified as so- 
called learners and therefore exempt 
from the 75-cent an hour minimum 


wage as set by Congress. 


Careful study has been made to 
determine whether subminimum wage 


Your Service Knows No Boundaries 
when you sell 


NATIONAL CITY BANK 
TRAVELERS CHECKS 


You actually extend your service . . across the country . . around 
the world . . when you sell your customers National City Bank 


rates are necessary for such persons, 
to prevent curtailment of opportuni- 
ties for employment, Mr. McComb 
declared. 

“This study,” he added, “clearly 
indicates that subminimum rates are 
not necessary to prevent curtailment of 
opportunities for employment. Thus 
the exemption for learners permitted 
under Section 14 of the Act is not 
applicable to their employment.” 

The administrator explained that in 
the majority of these applications, the 
worker has had to have preliminary 
training in order to acquire the neces- 
sary basic skills. He further held that 
such occupations are of the type in 
which the techniques and skills re- 
quired can be learned in such a rela- 
tively short period of time that a sub- 
minimum rate is not justified prior to 
the time the worker becomes suffi- 
ciently productive to earn at least the 
minimum wage established under the 


law. 
oe a 7 


Holding Company Bill 


The Senate Banking and Currency 
Committee completed hearings on 
a bank holding company bill after 
Thomas B. McCabe, chairman of the 
Federal Reserve Board, said that 
President Truman favors enactment of 
such legislation. 





During hearings, the measure was 
endorsed by the American Bankers 
Association and was strongly opposed 
by the Transamerica Corporaticn, 
principal stockholder in the Bank of 
America National Trust and Savings 
Association, and by the Morris Plan 
Corporation. 

Mr. McCabe’s endorsement was 
coupled, however, with three amend- 
ments to the bill, suggested by D. 
Emmert Brumbaugh, chairman of the 
legislative committee of the National 
Association of Supervisors of State 
Banks. 

The Brumbaugh amendments, which 
Mr. McCabe described as practical, 
were designed to meet the objections of 
those who felt that the Reserve Board 
would be treading on state rights 
when it put the statute into operation. 

The amendments: 

1. Change Section 3 of the bill, 
which deals with examination of bank 
holding companies and the banks they 
control, to require that the Reserve 
Board before it examines any state 
or non-member bank must first secure 
the approval of the Federal Deposit 
Insurance Corporation in the case of 
insured banks, or the permission of the 
state supervisor of non-insured banks. 

2. Change Section 4 to make it clear 
that a state bank, which is a bank 
holding company, may be permitted 
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Travelers Checks. For wherever they go, they will carry the world’s 
safest form of travel currency . . and a feeling of good will towards 
your bank. 


You will find that clients appreciate advice to buy National City 
Bank Travelers Checks when they withdraw funds for travel. Just a 
reminder will frequently result in transactions that are mutually 
profitable . . security for your customer . . increased earnings for 
your bank. Remember, you retain all the selling commission on the 
checks you sell — 3% of 1%. 
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RECENTLY members of Newsweek maga- 
zine’s editorial staff interviewed Mr. Leroy 
A. Lincoln, President of the Metropolitan 
Life Insurance Company, on the subject of 
Life insurance in general. 


The tremendous role that Life insurance 
plays in the national economy, and the inter- 
esting institutional material developed dur- 
ing the discussion, are so important that a 
motion picture has been made of this inter- 
view. This film will be given wide distribu- 
tion in line with Metropolitan’s “Open 
Book” policy. 


Naturally, in reply to questions from the 
editors, Mr. Lincoln made many references 
to Metropolitan’s achievements in 1949, In 
fact, the interview developed the information 
that is customarily included in the Annual 
Report to Policyholders. Accordingly, a 
complete transcript has been printed as the 
Company’s Report for 1949. Here are some 
of the highlights of that report: 


METROPOLITAN STATEMENT OF OBLIGATIONS AND ASSETS...DECEMBER 31, 


—‘‘Metropolitan...paid about $769,000,000 
(to beneficiaries and policyholders last year) 
.. and I might add further that...(this in- 
cludes) $502,000,000 to living policyholders.” 
—‘For our 33,000,000 policyholders in the 
United States and Canada, the total Life 
insurance in force in the Metropolitan at 
the end of last year was almost $42,000,- 
000,000—an increase of 4 percent over the 
preceding year.” 
—**Metropolitan’s assets totaled $9,700,000,- 
000, an increase of about 6 percent over the 
figure for 1948.” 
—*‘Through thecombined efforts of the many 
health organizations, the average expecta- 
tion of life at birth has improved 18 years 
since 1900. At that time it was about 49 
years—while right now it is about 67.” 
—“Expenses for the Life insurance com- 
panies have gone up the same as for every- 
body else. For example, in the Metropolitan 
last year they increased about 4 percent . . . 
insurance in force in Metropolitan has in- 


Newsweek looks at Life Insurance 


creased about 80 percent since 1939, whereas 
operating expenses have increased only 71 
percent.” 


—‘In 1949, Metropolitan . . . paid $164,- 
000,000 in dividends to policyholders—the 
largest such amount in the Company’s his- 
tory. Dividends payable to policyholders in 
1950 will be somewhat larger in the aggre- 
gate than 1949.” 


—‘‘Dividends would be substantially higher 
were it not for the low interest returns which 
have prevailed throughout the United States 
and Canada. For example, last year the net 
interest earned on Metropolitan assets was 
3.07 percent, compared with 3.03 in 1948, 
and with 5.18 in 1929.” 


Metropolitan’s Annual Report to Policy- 
holders for 1949 will be sent to anyone on 
request. In addition, copies of the film may 
be borrowed for showing by local business, 
civic, or other groups in which Metropolitan 
policyholders are interested. 


1949 


(In accordance with the Annual Statement filed with the Insurance Department of the State of New York). 


OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 


Statutory Policy Reserves . 


This amount, which is determined in necondanes with legal re- 
quirements, together with future premiums and reserve inter- 
est, is necessary to assure payment of all future policy benefits. 
Policy Proceeds and Dividends Left with Company 
Policy proceeds from death claims, matured endowments, and 


. $8,252,239,531.00 Bonds 


U.S. Gimeno 


Railroad 


531,949,902.00 : 
Public Utility . 


Canadian Government 
Provincial and Municipal 


Industrial and Miscellaneous 


ASSETS WHICH ASSURE FULFILLMENT OF OBLIGATIONS 


. $7,298,735,485.05 
‘$2, 884, 039, 974. 00 
242,548,827.19 
69,029, 148.93 
. 492,569,747.96 
. 1,322,222,366.98 
2,167,230,348.06 





other payments, and dividends—left with the Company by 
beneficiaries and policyholders to be returned in future years. 
Reserved for Dividends to Policyholders : 
Set aside for payment in 1950 to those policyholders eligible 
to receive them. 
Policy Claims Currently Outstanding 


Claims in process of settlement, and estimated clans that 
have occurred but have not yet been reported. 


Other Policy Obligations 
Premiums received in advance, reserves for mortality ‘and 
morbidity fluctuations, reserve for continuing the program of 
equalization dividends on weekly premium policies, etc. 
Taxes Accrued . 


Including estimated amount of t taxes 2 payable i in 1950 on : the 
business of 1949 and $10,000,000.00 for Federal Taxes on 1947 
and 1948 income under pending bill. 


Contingency Reserve for Mortgage Loans & 4s 
All Other Obligations 
TOTAL OBLIGATIONS 


SURPLUS FUNDS 
. $ 84,252,000.00 
474,379,879.03 


Special Surplus Funds . 

Unassigned Funds (Surplus) . 
TOTAL SURPLUS FUNDS 2 
TOTAL OBLIGATIONS AND SURPLUS FUNDS 


164,260,999.00 
35,804,438.43 


64,879,400.04 


36,825,574.00 


21,000,000.00 
42,355,959.00 


- $9,149,315,803.47 


558,631,879.03 


. $9,707,947,682.50 


Bonds of the Company’ s ne develop- 


ment corporations . 121,095,071.93 


Stocks 
All but $4,534, 643. 85 2 are Sestneed « or Gueninaieds. 


Mortgage Loans on Real Estate . 
Mortgage Loans on City Properties 
Mortgage Loans on Farms ; 


$1,164,238,419.48 
106,829, 132.49 


Loans on Policies . : 
Made to policyholders on the security of their policies. 


Real Estate (after decrease by _— of $25,000,000.00 

in the aggregate) 

Housing projects and other reall estate 
acquired for investment 

Properties for Company use . 

Acquired in satisfaction of mortgage in- 
debtedness (of which $7,166,352.46 is 
under contract of sale) . ; 


. $198,151,779.86 
38,588,738.97 


35,987,813.07 
Cash and Bank Deposits 

Premiums, Deferred and in Course of Collection 
Accrued Interest, Rents, etc. . 


TOTAL ASSETS TO MEET OBLIGATIONS 


136,059,753.85 


1,271,067,551.97 


393,258,765.52 


247,728,331.90 


150,379,081.15 
137,886,883.07 
72,831,829.99 


. $9,707,947,682.50 


NOTE—Assets amounting to $456,197,535.92 are deposited with various public officials under the requirements of law or regulatory authority. 
In the Annual Statement filed with the Massachusetts Insurance Department, Statutory Policy Reserves are $8,252,353,652.00. Policy Claims 
Currently Outstanding are $35,863,091.43, and All Other Obligations are $42,183,185.00. 


COPYRIGHT 1950—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life 


Insurance Company 


(A MUTUAL COMPANY) 
1 MADISON AVENUE, NEw York 10, N.Y. 
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METROPOLITAN LIFE INSURANCE CO. 
1 Madison Avenue, New York 10, N. Y. 


Gentlemen: 


Please send me a copy of your Annual Report to Policyholders for 


1949. 


NAME 
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CITY STATE 
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Again...Banks loo 
Complete “Drive-in’’| 











Today, more banks prefer 
Mosler-Duplex Auto-Teller 
banking than any other...That 
means — when you provide 
your depositors with complete 
Mosler-Duplex Auto-Teller 
Service, you know that you have 
installed the most modern, 
tested means to speed transac- 
tions— increase the customer- 
appeal of your bank. 


The Mosler-Duplex Drive-In 
Window and Curb Teller are 
natural business builders... 
proven in service by hundreds 
of progressive banks... . 


They draw favorable 
community attention to your 
bank and daily remind 
passers-by of its forward- 
looking character... . 


They help you serve more 
customers, more often... in 
many cases, over 500 per day! 


Moreover, each Mosler- 
Duplex unit is backed by 

the reputation of the largest 
builders of safes and 

vaults in the world — the 
company that does more 
business in the drive-in 
banking field than any other. 
For maximum convenience 
for your customers — for 
greatest banking efficiency 
and protection for you — 
choose the auto-teller 
equipment most banks prefer 
. .. » Mosler-Duplex!! 


Write us today for full 

details on these profitable 
Mosler-Duplex banking units. 
We'll send you valuable 
information, promptly. 








NEW CONVENIENCE! UTMOST PROTECTION! —Any customer enjoys the 
modern convenience of banking right from the car door! And with a Mosler- 
Duplex Drive-In Window your bank gets utmost protection, because the unit 
features a bullet-resistive glass and steel enclosure; two-way speaker; package 
and payroll receiver: and gunport. Let us show you how quickly and easily a 
Drive-In Window can be installed in your bank building. 


BUSY MOTHERS LIKE IT!—Yes, to busy mothers, especially 
those with small children, Drive-In Banking is a blessing. No 
arking problems! No standing in line with restless children! 
o time wasted from shopping duties! Now—they can make 
a deposit or cash a check from the car door— in less than a 


minute! No wonder these really modern banks are so popular 
with women! 


Burroughs Clearing House 
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DCAL BUSINESS PROFITS—You’ll be helping local busi- 
ss, too, when you install a Mosler-Duplex Drive-In Window. 
br shopowners, route drivers— all businessmen— it offers quick 
nking service, any hour of the day, even when traffic and 
king congestion are heaviest. 


THE SNORKEL... 
CLUSIVE MOSLER- 
PLEX CURB TELLER! 


It’s the patented Mosler- 
| Duplex unit! This exclusive 
) Mosler-Duplex Curb Teller 

saves time for depositors — 
boosts business for you! 
Banking facilities are located 
beneath the sidewalk, but 
visible to the depositor-in- 
Auto through a special mirror 
angement. Street-level kiosk 
features teller door, two- 
way microphone, speaker, 
clock and call bell. An 
elevator with push-button 
controls quickly completes 
bnsaction ... It’s a modern 
miracle for customer 
convenience and banking 
efficiency. 


Mosler Safe c 


oan = ae Main Office: 320 Fifth Avenue, New York 1, N. Y. 
ers of the U.S. Gold Storage Offices in principal cities. Factories: Hamilton, Ohio 

Fault Doors at Fort Knox, Ky. : : 

i Largest Builders of Safes and Vaults in the World 
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TESTED RESULTS! 


Mr. Russell J. Apgar, President, 
First National Bank, Roselle, 
N. J., writes: 

“In one year alone (1948) our 
bank handled 62,664 transactions 
through our Drive-In Window 
.--Our customers like this new 
convenient service and we have 
had many new accounts as a 
result.” 


Mr. Howard Cooper, Cashier, 
Union National Bank of Lowell, 
Lowell, Mass., writes: 

“We find that for the last two 
weeks more than twelve hundred 
cars have used the Drive-In 
Window each week, which is in 
the vicinity of two hundred and 
fifty cars a day for a five-day 
week...It has filled the need that 
we have long felt in providing a 
place where our customers could 
make a quick deposit or cash a 
check without wasting time, 
finding a place to park or stand- 
ing in line at a teller’s window.” 


Mr. E. M. Kullgren, Cashier, 
The Colorado State Bank of 
Denver, writes: 

“We are happy to report that we 
are exceptionally well pleased 
with the operation of our Curb 
Teller. By increased demand, our 
customers have daily demon- 
strated their approval and we 
have served as many as 140 cars 
in a day.” 


Mr. Henry A. Barnes, Director, 
Traffic Engineering Section, 
City and County of Denver, 
Colo., writes: 

“... We feel that these 
installations are just good busi- 
ness for the City because we 
traded, in this instance, 3 parking 
spaces for 150 spaces, that would 
be necessary had the customers 
had to park their cars and enter 
the bank to carry on their 
business.” 
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to invest its funds in any manner which 
conforms to state law. 

3. Change Section 13 to prevent the 
Reserve Board, the Comptroller of the 
Currency or the FDIC from allowing 
any expansion within a bank holding 
company group, if to do so would be 
in contravention of state law, which 
now ‘exists or is hereafter enacted to 
limit the size of domestic bank holding 
companies. 

Ellery N. Huntington, Jr., president 
of Morris Plan Corporation, only major 
opponent to the bill besides Trans- 
america, said the only motive behind 
the bill is the “‘satisfaction of an intel- 


lectual urge”’ to give the Reserve Board 
more power and “weaken the dual 
banking system.” 

In his testimony, Samuel B. Stewart, 
counsel for Transamerica Corporation, 
declared: 

“Transamerica favors regulation of 
bank holding companies in the public 
interest. We favor registration of all 
bank holding companies, under a non- 
discriminatory law which will clearly 
define and identify who is a bank hold- 
ing company. 

“Transamerica favors uniform and 
non-discriminatory supervision of regis- 
tered bank holding companies, by a 








“Y and E” Style-Master Associate desk in Neutra-tone gray is illustrated. 





“This man is going places...’ 


“Jim Burnett had spoken to me several times about 
the service he and his company could give me. 
I dropped in on him today to see what sort of an 
operation he had. I was impressed. It is not a large 


company, but the offices radiate quiet efficiency. 
They are nice looking offices too. I couldn't help but think ‘this 


man is going places’. 


Jim Burnett's offices are helping him to go places. They are help- 
ing because they say to prospects, ‘This company is successful— 
they will handle your business well.” 

Your office can help you to greater success—if you plan it with 
care. Y and E” office equipment is designed and made to fit an of- 
fice that expresses success. It is efficient to use, pleasant to look at. 


There is a “Y and E” representative in your community. 
. . - Call him for help in planning an effective office. 





yale Makers of sr Systems and Supplies — 
= 





1044 JAY STREET 


ms YAWMAN lee avo FRBE MFG.@. 


+ ROCHESTER 3, N. Y., U.S. A 
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NEUTRA-TONE 
GRAY 





Write for brochure No. 4002 
which pictures “Y & E”’ 
steel office furniture. 
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government bank supervisory au‘ hor. 
ity, in accordance with standarcs {) 
be specifically prescribed by the (op. 
gress after a careful study of what js 
required in the public interest. Ts the 
extent that those are the objectives oj 
this bill, Transamerica heartily ap. 
proves. 

“Transamerica is opposed, howey 
to the provisions of this bill shiek 
would delegate unlimited and unre. 
viewable discretions to the Federa| 
Reserve Board (or any other agency 
to decide for itself who is to be regu. 
lated, in what circumstances and to 
what extent.” 

C. Francis Cocke, president of the 
First National Exchange Bank, o/ 
Roanoke, Virginia, and representative 
of the American Bankers Association, 
warned the committee that Congres; 
should consider carefully the “far. 
reaching discretionary authority” given 
in the bill to the Reserve Board. He 
said the measure “contains definite 
standards of criteria’ to guide the 
board’s judgment. 


a © . 2 
Low Interest Rates 
President Truman’s Council oj 


Economic Advisers has taken sharp 
issue with the House-Senate Joint 
Committee on the Economic Report 
over the question of hiking interesi 
rates in times of inflation as a means o! 
curbing credit excesses. 

A subcommittee of the Joint Com- 
mittee, headed by Senator Paul H. 
Douglas (D., Ill.) recommended after 
extensive hearings last fall and winter 
that the Treasury should abandon its 
policy of cheap money. The Federal 
Reserve Board had recommended high- 
er interest rates by the Federal Gov- 
ernment as a means of curbing infla- 
tion. 

The President’s Council, although in 
agreement with other recommenda: 
tions offered by the Douglas Subcom: 
mittee, believes that low interest rate 
are desirable. 

Their views on interest rates ar 
included in the President’s Economi 
report recently submitted to Congress. 
The Council, headed by Leon H. Key- 
serling, has this to say about the value 
of cheap credit: 

“The difference in our position from 
that of the subcommittee arises in pat! 
from a somewhat different view of the 
desirability of low interest rates. I 
the report of the subcommittee it } 
said, and repeated, that low interes! 
rates are generally beneficial, but it 
proposed to yield that principle 
periods of inflation and to use centra 
bank operations to induce an increas 
in the cost of money. 

“Our view is that low interest rates 
are always desirable. In periods © 
inflation they have the undesirable 
collateral consequence of contributing 
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Mr. C. R. Eichenberger, Vice-Pres- 
ident in charge of Division C, discusses 


automotive financing with one of the 


many motor car manufacturers, dealers 


and suppliers who use The First in 


Chicago. This bank has been impor- 


tantly identified with the automotive 


industry since its very inception. 


DIVISION C 


C. R. E1cHENBERGER 
Rosert J. CROSSLEY 


C. A. ASPINWALL, JR. 


James A. BourRKE 
Water A. Grau 
GrorGceE J. WELLNER 
Mitton C. HAaseE 


Vice-President 
Vice-President 


Asst. Vice-Pres. 


Assistant Cashier 
Assistant Cashier 


Assistant Cashier 


{ssistant Cashier 


BUILDING WITH CHICAGO 


SINCE 1863 
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You get better results when 
you talk the same language 








— 


Under the unique Divisional Organization of The First National Bank of Chicago, 
the officers of each division are intimately acquainted with the activities and 
problems of the industries on which they concentrate their efforts. 

Division C, for instance, specializes in the financing of the automobile, iron 
and steel, machinery, agricultural implement, and electrical products industries. 
Each of nine other divisions operates in its own specialized field. 

So, no matter what business you are in—no matter whether it is large or 
small—you and the particular group of officers of The First National Bank with 
whom you discuss your financial requirements thoroughly understand each other. 
And ... you get better results when you talk the same language. 


Epwarp E. Brown, Chairman of the Board 


James B. Forcan, Vice-Chairman Homer J. Livincston, President 


Harotp V. AMBERG, Vice-President Huco A. AnpERsOoN, Vice-President 


Water M. Heymann, J ice-President HERBERT P. Snyper, J ice-President 


The First National Bank of Chicago 





DEARBORN, MONROE AND CLARK STREETS . 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Are your customers 
doing business 
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Canadians are currently buying nearly two 


billion dollars worth of goods from the 


United States every year. Here, surely, is a 


market which some of your customers would 


like to know more about. 


If you have customers who could use specific, 


practical information on markets, industrial 


sites, industrial development, or any other 


phase of Canadian business, write fully to: 


Foreign Department, The Bank of Nova 


Scotia. Toronto, Canada. 


With over 350 branches in Canada and 


abroad, The Bank of Nova Scotia can give 


on-the-spot service right across the country. 


THE BANK OF NOVA SCOTIA 


General Office: Toronto, Canada 


In New York: 49 Wall Street 


Ask to be put on the mailing list for our 
Monthly Review ... a thoughtful discussion 
of domestic and world-wide economic devel- 
opments from a Canadian point of view. 


$D-2 





to inflationary forces, but even ‘hep 
they have the economic advantaze of 
facilitating the expansion of productive 
capacity which is the best road to 
stability. 

“Where we differ with the subcom. 
mittee is that we would not abandon 
the advantages of cheap money and 
use central bank operations to cause 
an anti-inflationary increase in inieres{ 
rates. We would retain the advantages 
of cheap money and adopt other meas. 
ures to curb the inflationary forces. 

“In extreme cases, as in 1947-48, we 
would tighten the availability of credit 
by pressure upon bank reserves under 
the plan proposed by the Federal Re- 
serve Board at that time, but would 
hold the resulting trend to higher 
interest rates within narrow limits.” 


e e 


Proposed VEDC 


Although the Senate Banking and 
Currency Committee is expected to 
begin hearings soon on the strongly- 
backed $5,000,000,000 Veterans Eco- 
nomic Development Act, its chances 
of hurdling an economy-minded Demo- 
cratic-controlled Congress are slim. 

Since the defeat of the co-operative 
housing bill and demand of $2,000,- 
000,000 to $3,000,000,000 cuts in 
President Truman’s 1951 budget, legis- 
lation to expand government functions 
in competition with private enter- 
prises have had a setback. 


The veterans act, introduced last | 


year by Vice-president Alben W. 
Barkley as‘a Senator from Kentucky, 
would set up a Veterans Economic 
Development Corporation with the 
Treasury supplying an original capital 
of $500,000,000. The balance of its 
resources would be in the form of 
capital obtained by selling notes to the 
Treasury, which would then offer them 
for public investment. 

Generally speaking, the VEDC 
would make $5,000,000,000 available 
in government loans to veterans, and 
to others —particularly small business 
firms—who promise to provide jobs 
for veterans. 

The measure has the backing of the 
Veterans of Foreign Wars and the 
American Legion, but it is opposed by 
the State, Treasury and Commerce 
Departments and the Federal Reserve 
Board. The three departments and 
the Reserve Board have filed adverst 
reports with the Senate Banking ant 
Currency Committee. 

Here are the principal functions 0 
the new veterans economic develop: 
ment act: 

1. Make loans to veterans engaget 
in farming, business, trades, or profes- 
sions. 
“who desire to engage” in any of these 
pursuits. 

2. “Other persons” would also be 
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Also advance funds to veterals} 
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eligible for loans, especially those en- 
gaged in “‘small business” if the appli- 
cant offers conclusive proof that the 
joan would result “in substantial em- 
ployment opportunities” for veterans. 

3. Eligible for loans would be edu- 
cational institutions, including trade 
schools, engaged in educating veterans 
under the Servicemen’s Readjustment 
Act. 

4. The VEDC would also be em- 
powered to dispose of government sur- 
plus property. 

5. The corporation would be author- 
ized, at the request of the Veterans 
Administration, to take over any func- 
tions the VA performs under Title III 
of the Servicemen’s Readjustment Act. 
This section gives the VA authority to 
make loans for the purchase or con- 
struction of homes, farms or business 
property. 

a +7 7 


Poland Resigns 


The first defection in the four-year 
history of the Bretton Woods twin 
institutions, the International Bank 
for Reconstruction and Development 
and the International Monetary Fund, 
took place when Poland withdrew its 
membership. Czechoslovakia is ex- 
pected to take a similar step. 

Polish Ambassador J. Winiewicz in 
similar notes to the World Bank and 
the Fund stated that the twin institu- 
tions “have become manifestly an 
instrument of American imperialism, 
endangering the peace of the world and 
the freedom of nations.” 

The Polish diplomat, however, failed 
to point out that the decision to with- 
draw was dictated by Russia, which 
is laying the groundwork for a clearing 
union with its satellites with the ruble 
as the clearing currency and not the 
dollar. 

The Polish Government also com- 
plained that the World Bank and the 
Fund had been hitched to the Marshall 
Plan in which only Western European 
countries are now receiving American 
aid. 

In the Summer of 1946, Poland 
applied for a loan of more than $100,- 
000,000, but the World Bank never 
authorized the credit, pointing out at 
the time that Poland had refused to 
join the Marshall plan. 

Camille Gutt, managing director of 
the Fund, said that of Poland’s $125,- 
000,000 quota, only one one-hundredth 
of one per cent, or $12,500 had been 
paid in. 

In addition, the Fund pointed out 
that no official value had been agreed 
upon the Polish zloty, although the 
bulk of the 47 member countries had 
revalued their currencies. 

Polish delegates attended the mone- 
tary conferences at Bretton Woods in 
1944, and at Savannah in 1946. 
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Noweven the smallest bank can have the convenience 
and satisfaction of metered mail—not to mention 
the economy and prestige—with PB’s new desk 
model postage meter! 

About as big as a dial phone, this new DM 
meter prints any value of postage for any kind or 
class of mail—including registered! ... prints dated 
postmark and optional small ad, too. 
How does it work? Just dial the postage 
you want and press lever. To seal 

envelope, slide flap through moistener. 

Postage can’t be stolen, lost or damaged, is safe 
in the meter. ..is automatically accounted for! 

Smartly styled, inexpensive . . . the DM lightens 
mailing chores in any bank. Larger models for 
larger banks. Send coupon below for free DM booklet. 


= PITNEY-BOWES 


Postage Meter 


wy Leading makers of mailing machines . . . offices in 93 cities 





PITNEY-BOWES, INC. 
3131 Pacific Street 
Stamford, Conn. 


Please send the free D M booklet. 
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HAT MAKES A CUSTOMER PREFER YOUR LOAN SERVICE? 


Your customers come to you for loans because you have won a reputation for real 
responsibility and helpfulness in your community. These customers have learned 
that your advice is sound...and all your other services entirely satisfactory. 
It is natural then that your bank, offering only the very best in all services, should 
enthusiastically promote American Express Travelers Cheques. For these travelers 
cheques give your customers the greatest assurance of complete satisfaction. 


AMERICAN EXPRESS TRAVELERS CHEQUES 
never let you or your customers down 


Known on sight! In this country and 
abroad your customers will find American 
Express Travelers Cheques the most 
widely accepted cheques in the world. 
They're easy to spend anywhere because 
American Express not only originated the 
travelers cheque idea but has vigorously 
promoted it for 59 years. 

Quick, willing assistance! Your custom- 
ers never have to worry about loss if their 
American Express Travelers Cheques are 
lost or stolen, They can rely on 160 con- 


veniently located American Express off- 
ces for fast, willing assistance or a quick 
refund. 

Reliable . . . dependable service! Be- 
cause travelers cheques are our principal 
business, we are geared to offer your cus- 
tomers the finest obtainable service. It’s 
the kind of service you can rely on to do 
its share building the faith and confidence 
of your customers. Sell American Express 
Travelers Cheques—they'll never let you 
or your customers down! 


AMERICAN EXPRESS 
TRAVELERS CHEQUES 


MOST WIDELY ACCEPTED CHEQUES IN THE WORLD! 
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THE PERSONALITY SPOTLIGHT 








For the first time in 93 years, the 
Second National Bank of Boston 
after July 1 will not have a member 
of the Beal family as its president. 

That position will be occupied by 
William D. Ireland, who has re- 
signed as president of the Worcester 
(Massachusetts) County Trust Com- 
pany. He will succeed Thomas P. 
Beal, who retires from the office 
which he, his father, and grandfather 
held for nearly a century. Mr. Beal 
takes over the newly established post 
of chairman of the board. 

In other important changes effec- 
tive July 1, Redington M. DeCor- 
mis moves from vice-president to 
vice-chairman of the board, while 
Vice-presidents Robert Baldwin 
and Alfred S. Woodworth advance 
to senior vice-presidents. 

Mr. Beal, who succeeded his father 
as president in 1923, joined the bank 
as assistant cashier in 1908. Under 
his leadership the Second National 
established a trust department and 
developed its foreign department. 
Through the years the bank’s policy 
has been to serve primarily as a 
wholesale commercial bank; it does 
not have a savings department nor 
does it invest in mortgages. Since 
1923 its deposits have grown from 
about $30 million to over $155 mil- 
lion. 

Mr. Ireland has been president of 
the Worcester County Trust Com- 
pany since 1942. He will be at home 
in his changed locale, however, for 
he served as a vice-president of the 
National Rockland Bank of Boston 
for nine years. Prior to that time he 
was a vice-president of the Fidelity 
Trust Company, Portland, Maine. 
In 1947-1948 he was president of the 
Massachusetts Bankers Association, 
and is now a member of the A. B. A. 
Executive Council. 


Sf 


Frank H. Schmidt has _ been 
named president of 
California Trust 
Company, Los 
Angeles. Formerly 
executive vice- 
president, Mr. 
Schmidt succeeds 
Frank L. King 
who was elevated 
to chairman of the 
board. Active in 
West Coast bank- 
; ing circles, Mr. 
Schmidt is first vice-chairman of the 
California Bankers  Association’s 


¥. H. SCHMIDT 
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THOMAS P. BEAL 


Tradition changed in Boston 


trust division, and is a member of the 
executive committee of the trust 
division of the American Bankers 
Association. 


o 


Lord Aldenham has _ become 
chairman of the board of Westmin- 
ster Bank Limited, one of the great 
British banks, after having served 
as deputy chairman since 1933 and a 
director since 1924. He succeeds 
Rupert E. Beckett, who retired 
March 31 from the position which he 
held for the past 20 years. 

Mr. Beckett remains a director of 
the bank. He was president of the 
British Bankers’ Association and 
chairman of the committee of Lon- 
don Clearing Bankers in 1933-34 
and 1947-48. 


o 


An institution with resources of 
nearly $50,000,000 was formed re- 


cently in Michigan when the Peoples 
Commercial and Savings Bank and 
The National Bank of Bay City 
merged. The combined bank is 
known as the Peoples National Bank 
of Bay City. Charles A. Coryell 
is president; Alvin H. Weber, chair- 
man of the executive committee; 
J. Stanley See, senior vice-presi- 
dent; Edward W. Bowen, Randall 
E. Graves and Leslie C. Hale, vice- 
presidents; and Frank J. Provost, 
cashier. 
+7 


Newly named executive vice-presi- 
dent of the First National Bank of 
South Carolina, Columbia, is Bur- 
nell Sloan. Vice-president and 
cashier of the bank since 1942, Mr. 
Sloan has served as president of the 
South Carolina Bankers Association. 

Other promotions at the First 
National are as follows: B. F. Hutto, 
from assistant vice-president to vice- 
president, D. E. Scarborough from 
assistant cashier to assistant vice- 
president, and William W. Bruner 
from comptroller to cashier. 


« 


Edgar T. Adams, Jr., and Fred 
A. Uphoff have been advanced to 
vice-presidents by the Peoples First 
National Bank & Trust Company, 
Pittsburgh. Elmer A. Doege and 
Charles W. Dodson have been pro- 
moted to assistant vice-presidents, 
G. N. Herzberg to assistant cashier, 
and F. C. Masten, Jr., to assistant 
secretary. 

+ 


A widely known pioneer in the 
field of bank cost analysis, John J. 
Driscoll, Jr., died early last month. 
Head of the con- 
sultant firm of 
Driscoll, Millet & 
Co., ‘‘Johnny”’ 
Driscoll was 
known to scores of 
bankers with 
whom he worked 
on cost analysis 
committees for the 
A. B. A. and state 
associations. He 
also served as 
counsel on costs and operations for a 
number of individual banks, and was 
one of the Graduate School of Bank- 
ing’s favorite lecturers. Little more 
than four feet tall, he was well above 
the crowd in stature when it came to 
knowledge in his particular field. 

The firm which he headed will 





J. J. DRISCOLL, Jr. 
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carry on under the leadership of 
E. A. Yergey. 


Ray A. Ilg, well-known vice-presi- 
dent of the National Shawmut Bank 
of Boston, has been elected a direc- 
tor. Formerly in charge of Shaw- 
mut’s advertising and public rela- 
tions, Mr. Ilg is the author of the 
book, ‘‘Public Relations for Banks.” 
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Since his recent election to the 
presidency of the Crocker First Na- 
tional Bank of San Francisco, Jerd 
Sullivan has continued working at 
his desk in the open, the same as 
before. When asked if he intended 
to move into a private office, he 
commented: ‘I’d get claustrophobia 
if I tried to work in some room like 
that.” 

At his large desk on the officers’ 
platform he is readily accessible to 
his associates, and finds time for the 
string of visitors dropping by, rang- 
ing from the little fellows to the 
big wheels who make the city go 
round. 

Early in his career Mr. Sullivan 
demonstrated he didn’t want to be 
boxed in. After his active years at 
University of California he spent two 











JERD SULLIVAN and secretary 


Still avoids claustrophobia 


years riding the cattle ranges of 
Nevada, then two more years work- 
ing on construction projects. When 
the U. S. entered World War I he 
enlisted as a Navy seaman, serving 
on transports carrying troops across 
the Atlantic and coming out as a 
Navy lieutenant (j. g.). The day he 
signed off in December, 1919, he 
started working for the 
Bank, becoming a vice-president in 
1930. In 1932 he served as president 


Crocker 


of the California Bankers Associ- 
ation. 

His banking career reached a 
detour into public life in 1941. A 
group of leading citizens had im- 
pressed him into heading a grand 
jury which did a notable job of prob- 
ing into the dark corners of civic 
affairs. When businessman Roger 
Lapham became mayor in 1944, he 
drafted Mr. Sullivan for the San 
Francisco Police Commission, where 
he served untiringly as its president 
for three years and never once ‘“‘fixed” 
a pink traffic tag. When the elec- 
tion campaign of 1948 approached, 
the doors of political preferment 
stood invitingly open to the mayor’s 
chair, but he closed his ears to the 
siren strains and returned to the full- 
time duties which were leading him 
to the bank presidency. 

This big friendly banker—he'’s 
6 feet 414 inches tall—has the human 
approach, and enjoys his daily con- 
tacts with people. Thousands of 
San Franciscans know him, not for- 
mally as J. F. Sullivan, Jr., but more 
simply as Jerd Sullivan. He knows 
everybody in the bank by first name, 
from the newest little secretary to 
the senior officers. Although he has 
many interests, his chief hobby is 
doing something for his native city 
of San Francisco, with an occasional 
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Write for illustrations and prices 


W. K. KERR PEN COMPANY 


TULSA 14, OKLAHOMA 


Kerr CHANGEPOINT Fountain 
Pens and Perpetual Calendars 
are so adaptable—and they are 
attractive as weil as serviceable. 
Here is where you serve your 
customer most and he will appre- 
ciate Kerr CHANGEPOINT writing 
equipment. 


You can remodel your check 
counters with Kerr CHANGEPOINT 
Perpetual Calendars and Foun- 
tain Pens. We have other designs 
in both single and double face, in 
bronze, chrome, or aluminum. Let 
us fix you up in the way you would 
like to be fixed. 
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The town square of Liberty, Missouri, was almost 
deserted that cold February day in 1866. Only 
the Cashier and his son were at the Clay County 
Savings Bank ..... when in strode four men 
bundled in blue overcoats and mufflers, with 
holsters strapped to their waists. 

Suddenly the amazed bankers were looking 
down one robber’s gun barrel. Whipping out a 
dusty wheat sack — the other three swept gold, 
silver, bills and bonds off the vault shelves... 
then slammed its door shut on the terrified 
Cashier. 

Outside, six more bandits wheeled. their horses 
like cavalry preparing for a charge. Remember- 
ing recent Civil War guerrilla raids, bystanders 
dived for cover . . . all but one young boy, a 
student from nearby William Jewell College. 
As the robbers ran out and hoisted the heavy 
sack across a saddlehorn, he watched frozen with 
fear... then turned to run, just as the ten riders 
spurred toward rutted Franklin Street. 

One bandit pulled up his bay horse, aimed, 
fired. The boy stumbled, crumpled under three 
more shots. His books and papers were carried 
far by the wind . . . before terrified citizens crept 


April, 1950 


February 13, 1866 — The Clay County Savings Bank, Liberty, Missouri 


out to find the first victim of the first 
bank robbery in the United States. 


* * * 


Today, due to modern protective devices and scten- 
tific methods of crime detection, the bank bandit operates 
against far heavier odds than did his hard-riding, six- 
shooting predecessor. The fact is, however, that he 
still operates, often successfully, and that the only truly 
reliable safeguard against such a loss possibility is proper 
and adequate insurance. 

A good insurance program, properly planned and 
maintained, ts proof against financial loss, not only from 
armed robbery, but from other hazards as well — em- 
bezzlement, fire, and liability, to name but a few. Such 
a program is provided by the ALtna Plan of Risk and 
Insurance Analysis for financial institutions. Ask your 
local A&tna Representative for details about this proved, 
accurate system of organized financial protection. 


AErna Casualty AND SuRETY Company 


The tna Life Affiliated Companies write practically every form of insurance and bonding protection 
FIRE AND MARINE 


LIFE AND CASUALTY 


Etna Life Insurance Company Automobile Insurance Company 
Etna Casualty and Surety Company Standard Fire Insurance Company 
Hartford 1 Connecticut 
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assist for the U.S. Navy. His main 
recreations are golf, somewhere in 
the middle-eighties, and making 
things in his home workshop. 


Sd 


Willis B. Conner, Jr., in charge 
of public relations, and E. J. Hen- 
derson, in charge of credits, have 
been advanced from assistant vice- 
presidents to vice-presidents by the 
Merchants National Bank, Indian- 
apolis. Robert E. Sweeney, Jr., 
cashier, has been made vice-president 
and cashier. Mr. Conner has also 
been moved up to vice-president of 


the affiliated Indiana Trust Com- 
pany, and Paul E. Jones named 
secretary. 


o 


Bankers Trust Company, New 
York City, has elected R. H. Oxley 
as vice-president. He has been man- 
ager of the London Office since 1943. 
Two other members of that office, 
E. F. Bray and A. W. Mellows, have 
been made deputy managers. 


Sd 


Lee T. Ross, now chairman of the 
board, The First National Bank of 





Farming, like Banking, 
is based on Sound Planning 
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Helps Farmers Build For The Future 


Bankers, who every year are called upon 
to advise their progressive farmer cli- 
ents, know that their own as well as the 
farmer's future lies in sound business 
planning. These bankers know that 
when a farmer makes an investment in 
MODERN 


quality, dependable MM 


MACHINES, VISIONLINED TRAC- 
TORS and POWER UNITS, he’s in- 


vesting in machinery that will pay big 
dividends in securing a more stable 


future for all. 


Farmers Expect, AND Get, More In MM 

Farmers know that MM Modern 
Machines, prepare the ground correctly 
and 
harvest the crops right, on time, every 
time. Since MM farm machines are de- 
pendable, a progressive farmer can 
plan his farming soundly. He expects 
and receives more from Minneapolis- 
Moline ...a wise investment for pro- 


... Cultivate the crops properly... 


gressive farmers everywhere. 


MINNEAPOLIS-MOLINE 
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L. T. ROSS R. J. ELKUS 


Young president in California 


San Mateo County at Redwood City, 
California, is shown briefing Richard 
J. Elkus, his successor as president. 

Mr. Ross served the bank as 
president for 25 years. He is the 
first chairman of the board since the 
death of his father, George C. Ross, 
in 1928. Mr. Elkus, 39, has been 
active in banking and _ industrial 
circles for many years. 


¢ 


Two officers of the National Bank 
of Commerce, Seattle, Washington, 
newly advanced to vice-presidents 
are William J. Colkett, Jr., and 
Walter F. Clift. Frank Nolan has 


been named trust officer. 
* 


Earle W. Allen and Lawrence C. 
Freer have been appointed vice- 
presidents of the Chase National 

















L. C. FREER 














R. J. WHITFIELD G. D. SMITH 


Changes at The Chase 


Bank, New York City. Mr. Allen 


will have charge of the bank’s com-f 
mercial business in New York State f 
and New Jersey, a district with which f 








\3 


Burroughs Clearing House } 








Apri 








} A BANK IS KNOWN BY THE CORRESPONDENTS IT KEEPS 


al 





ity, 
ard 
ent. 
as 
the 
the 
.OSS, 
een 
trial 











sank 
‘ton, 
ents 
and 
| has 





vice- 
ional 






“‘Accept my gratitude and thanks 
for sending me the Investment Report 
of our Bank dated January 5th, 1950. It ein 5 
arrived in time for me to present it to my Boord ot 2 





the Annual Organization Meeting and | was very : ; 





glad to have it for this specific purpose. 

! “This kind of courtesy and friendly service s 
N one of the many outstanding characteristics of 
our relationship with your Bank, which Z . 












makes that very relationship the valu- 


able one it is.’’ J 


-—— CENTRAL HANOVER 


“oa. BANK AND TRUST COMPANY 

















NEW YORK 
Member Federal Deposit Insurance Corporation 
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he has been associated as second vice- 
president for several years. Mr. 
Freer, a former national president of 
the American Institute of Banking, 
has for 12 years been the bank’s 
Pacific Coast representative with 
headquarters at San Francisco. He 
now returns to New York to succeed 
George D. Smith as vice-president 
in charge of the bank’s business in 
the Far West. 

Robert J. Whitfield, heretofore 
vice-president directing the bank’s 
New York State-New Jersey busi- 
ness, will have charge of the New 
York City district. Associated with 


him will be George D. Smith, vice- 
president, Robert C. Dallery, sec- 
ond vice-president, and Timothy J. 
Kelly, promoted from assistant cash- 
ier to second vice-president. 

Dudley L. Barrow has been ad- 
vanced to second vice-president in 
the branch administration depart- 
ment. 


° 


Douglas E. McNamara, covering 
the Middle Atlantic and Central 
States for Irving Trust Company, 
New York City, has been promoted 
from assistant vice-president to vice- 
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We know 


Perhaps we 
can serve you? 
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\ Because with thousands of small firms depending ( 

on us for banking facilities, we serve all : 
kinds of businesses. In fact, we serve more people 
more ways than any other Philadelphia bank. 








THE 
PENNSYLVANIA 
COMPANY 


for Banking and Trusts 
Founded 1812 


Federal Deposit Insurance Corporation 























M. SIENIAWSK1 


D. E. MCNAMARA 


Irving Trust promotes 


president. Advanced to assistant 
vice-president is Michael Sieniaw- 
ski, in the foreign division. Named 
assistant secretaries are F. W. 
Baker, E. D. Dixon, J. F. Jones 
and E. A. Schoenborn. 


e 


Aubrey E. Austin, Jr. has been 
named president of the Santa Monica 
(California) Com- 
mercial and Sayv- 
ings Bank. Son of 
the late Aubrey E. 
Austin, founder of 
the bank, the new 
33-year-old bank 
president has been 
associated with 
‘Santa Monica 
Commercial and 
Savings Bank since 
1935, coming up 
from the ranks. Prior to his latest 
promotion he was vice-president in 
charge of operations, public relations 
and the bank’s current expansion and 
remodeling program. 





A 


A. E. AUSTIN, Jr. 


Sd 


Robert R. Williams, Jr., has 
been elected a vice-president of the 
Corn Exchange 
National Bank 
and Trust Com- 
pany, Philadel- 
phia, and will en- 
gage in adminis- 
tration of commer- 
cial loans. Except 
for three years in 
the Army he has 
been with the Fed- 
eral Reserve Bank 
of Philadelphia 
since 1938, heading the consumer 
credit department and later the 
credit-discount department, as al 
assistant vice-president. 


R. R. WILLIAMS, Jr. 


* 


Officers and others in banks might 
well wish that more of their assocl- 
ates would emulate the thoughtful 


example of A. M. Wright, director} 
and one-time first vice-president off 


the United States National Bank, 
Portland, Oregon. Death recently 
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ended his 57-year career with the 
bank, and in his will Mr. Wright 
remembered a long list of friends who 
had worked with him through the 
years. He left $500 each to 17 fellow 
officers, $500 each to two retired 
secretaries, and $250 to one of the 
janitors. 
+ 


Four officers of The First National 
Bank of Memphis were given new 
titles and two staff members have 
been named officers. They are: 
Hugh F. Sinclair, promoted from 
assistant vice-president to vice-presi- 
dent and shifted to the correspondent 








H. F. SINCLAIR 


D. H. TUTTLE 


Advanced at Memphis 


bank department; D. H. Tuttle, 
from director of public relations to 
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Able 

Fast 
Adaptable 
Coastwide Banking 
Service 


The surest way to know how 
advantageous our Tri-state 
service can be is to test it in 
terms of your own urgent and 
exacting Pacific Coast needs. 


Consider, first, that either active 
or reserve funds deposited with 
this Bank are immediately 
wailable for use through any of 
our offices at four principal 
Pacific Coast ports. 


We believe you will find this 
practical advantage further 


enhanced by our eighty- 
five year background of 
intimate, localized banking 
service in all three States. 





THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 
Incorporated in 1864 











assistant vice-president; Howard 
Brenner from auditor to assis‘ant 
cashier; Elmo Cox from assis‘ant 
auditor to auditor; C. G. Rehkopf 
and John Whitsitt to assistant 
cashiers. 

7 


Just as in banking, a_ growing 
number of women are filling top 
management posts in the savings and 
loan field. Miss Edytha D. Evancie 
has been elected president of the 
North New York Savings and Loan 
Association, and thus becomes the 
first woman to occupy such a post in 
New York City. Miss Evancie, 
formerly vice-president, succeeds the 
late Alfred Boyrodt. Robert Wil- 
liamson has been made chairman 
of the board. 


¢ 


Samuel A. Kimbrough, vice- 
president of the Seattle-First Na- 
tional Bank, has 
been named 
manager of its 
Spokane and 
Eastern Divi- 
sion. He has 
been a_ senior 
loaning and 
credit officer in 
this division for 
many years. 

Clayton K. 
Watkins has 














S. A. KIMBROUGH 

















Cc. K. WATKINS 


M. B. LAKE 


Upped at the Seattle-First 


been promoted tovice-president at the 
Metropolitan branch in Seattle, and 
M. B. Lake is now comptroller at the 
main office. Advanced to assistant 
vice-presidents are P. L. Corneil, R. 
F. Gearheard and J. H. Gormley, 
main office, and G. V. Humphrey, 
Spokane and Eastern branch. 


¢ 


The next step in the versatile 
career of Miss Dorcas E. Campbell, 
assistant vice-president of the East 
River Savings Bank, New York 
City, will be a six weeks lecture tour 
of England and Scotland in May and 
June. A guest of the British-Amet'- 
can Associates, she will address 
women’s groups and other organiza 
tions on banking in the United 
States, and allied subjects. The tout 
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: Gosh-What a pip 
of a check! 





When it comes to making an impression, there’s nothing quite like a check. 
And it isn't just the money value. People are always favorably impressed 
when a check is well lithographed on top-quality safety paper. Knowing 
this, thousands of bankers have chosen La Monte Safety Paper for their 
checks. These fine papers satisfy the most exacting taste— provide the 
maximum of protection. “ If you aren't already using La Monte Safety 
Paper, ask your Lithographer to show you samples. 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such INDIVIDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 


THE WAVY LINES ® ARE A LAMONTE TRADE-MARK 
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is one provided annually by the 
Winifred Cullis Fellowship. Last 
fall Miss Campbell gave a course in 
“Women and Their Money”’ at the 
New School for Social Research, New 
York City.. She is director of pwblic 
relations at the East River bank, 
has introduced a number of promo- 
tional innovations there, and is the 
author of books on banking. 


* 


J. W. Luhring, assistant vice- 
president, has been named to head 
up the customer relations depart- 
ment at Union Bank & Trust Co. of 


Los Angeles, succeeding R. R. New- 
mark, deceased. Mr. Luhring will 
also have supervision of the credit 
and loan analysis departments. 


+ 


Empire Trust Company, New 
York City, has announced the pro- 
motion of Charles Leslie Rice, Jr. 
from assistant vice-president to vice- 
president in charge of the bank’s oil 
and gas division. 


7 


Ralph W. Stoddard, formerly 
vice-president of the Buffalo Indus- 








BANKING HEART OF SOUTH FLORIDA 
for nearly half a century 





ESTABLISHED 
1902 





Complete banking and trust services, 
governed by sound operating princi- 
ples which have earned and main- 
tained the confidence of our customers 
for nearly a half century. 


All correspondent services rendered 
promptly and efficiently. 


MEMBER: FEDERAL RESERVE SYSTEM, FEDERAL DEPOSIT INSURANCE CORP. 











trial Bank, Buffalo, New York, hash 
been elected to the newly created} 
office of executive vice-president 









es 


Sd 


Two officers advanced to assistant 
vice-presidents at Fulton Nationalf 
Bank, Atlanta, Georgia, are J. W, 
Carpenter and A. Lindholm. Mr. 




























J. W. CARPENTER A. LINDHOLM 


New titles for Atlantans 


Carpenter for many years has been in 
the credit department and will con- 
tinue as its manager. Mr. Lindholm 
continues in ‘the business develop- 
ment department. 





The First National Bank in Santaf™ 
Ana__ (California) 
has announced theft” 
election of J. A. 
Taylor as_ chair- 
man of the board. 
Mr. Taylor has 
served as executive 
vice-president and 
a director of the 
bank since 1943. 
As chairman, he 

will direct theh 
policy and man-§ 
agement of the bank. He has had a 
distinguished career of over thirty#™ 
years in Southern California banking. 





J. A. TAYLOR 


» 


In Atlanta, the Trust Company of 
Georgia has promoted Garnett 0.8 














Operating officers advanced 


Wood to comptroller, a position} 
newly created to co-ordinate the ex} 
panding accounting and auditingy 
departments’ operations. Mr. Woodf, 
has served as auditor since 1943. A 
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Touch the motor bar! 


Watch what happens! The machine auto- 
matically posts the figures in the proper col- 
umns, carries a running total and positions the 
form for the next line of posting. 


* * * 


Now try list posting during the posting run! 
The Burroughs exclusive dual platen construc- 

tion allows you to list checks or miscellaneous 

items during the posting run without disturbing 

any bookkeeping functions! 


Notice the automatic count feature! 


This new Burroughs machine automatically 
prints total counts of all checks, check cor- 
rections and returns, deposit entries, deposit 
corrections and accounts active. 


See how the machine stops automatically at end of form! 


No posting below the margin with this 
machine! The statement-ledger end lock stops 
the machine automatically at the bottom of the 
form—regardless of the length of form used! 
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WHEREVER THERE’S BUSINESS THERE’S Burroughs 
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former president of the Atlanta chap- 
ter of the A. I. B., he is active in the 
Atlanta Conference of the National 
Association of Bank Auditors and 
Comptrollers. His successor as audi- 
tor is Morgan L. Smith, moved up 
from assistant auditor. 

Other promotions include: C. G. 
Arant, assistant vice-president; J. 
D. Burke, assistant secretary; and 
J. B. Richner, trust officer. 


7 


Natwin V. Rippner, trust officer, 
and Edward T. Bartlett, assistant 


vice-president, have been promoted 
to vice-presidents at The Cleveland 
Trust Company. C. F. McFred- 
erick and N. Friedman are now as- 
sistant trust officers, and C. W. 
Singler has been named assistant 
comptroller. 


John P. Anderson has been 
named vice-president of the First 
National Bank and Trust Company, 
Paterson, New Jersey, and will be in 
charge of business development, 
public relations and advertising. For 
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Canadian Pacific 
Express Company 
United States Dollar 
Travellers Cheques...and 
Money Orders payable in United | 





States Dollars...are redeemable 
at par by The National City Bank 
of New York, New York. 


Camadian (Pacific 
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MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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results from the selection 
of a banking and trust 
company fully adequate 
and experienced in main- 
taining complete cor- 
respondent services. 


Select a leader in depend- 


ability . . . receive the 
maximum in efficiency. 


* 





COMPANY 
WASHINGTON, D. C. 
DANIEL W. BELL, President 








more than two years Mr. Anderson 
operated his own business in New 
York City as special represent tive 
for out-of-town banks. 


¢ 


John N. Daley, newly named 
vice-president of 
City Bank, De. 
troit, has had 4q 
broad background 
in government fi. 
mance as weil as 
banking. He twice 
served as city 
controller for De. 
troit, and was also 
with the state 
banking depart. 
ment. For eight 
years he was a vice-president of 
Wabeek State Bank, Detroit, and his 
total banking experience covers a 
period of more than 30 years. 





J. N. DALEY 
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This year marks the 50th anni- 
versary of the Commercial Trust 
Company of New 
Jersey, Jersey 
City, and Wil- 





liam J. Field,}! 


Orlan: 
left t¢ 
ant Ca 
dent; 
G. E. 
S. Mt 


: 


have 
of the 
and A 
namet 


Edwa 


Ert 
sistan 
Bank 
vice-f 














president since} F.E. 
1924, is the only} 
person now living} !rus 
who has beenpbeen 
identified withpsecre 
the institution} $40; 
since its inception.} 4s | 
W. J. FIELD He was one of the}Presi 
members of the) jof th 
original seven-man staff, initially} 
serving as cashier. Noted for its) 
conservative policies, the bank has|) N 
developed into a $120,000,000 insti-)the 
tution in its half-century span. |Banl 
icash 
” form 
W. Russell Warner has been pro-} been 
moted to assistant vice-president at} depz 
the Lincoln National Bank, Cincin-}) Mill 
nati. R. L. Poland is now assistant|)/The 
cashier. dent 
o 
Five newly promoted staff mem-| 7 
bers of the First National Bank at))p,., 
Nat 


Happy over new promotions 
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Orlanio (Florida) are shown here, 
left to right: R. C. Herndon, assist- 
ant cashier; S. M. Fiske, vice-presi- 
dent; C. D. Dyal, Jr., comptroller; 
G. E. Smith, vice-president; and F. 
Ss, Murphy, assistant cashier. 


o 


Cc. M. Breen and C. W. McWillie 
have been appointed vice-presidents 
of the Christmas Club organization, 
and A. Gillies and M. C. Murray 
named assistants to the president, 
Edward F. Dorset. 


¢ 


Ernest T. Love, formerly an as- 
sistant cashier of the Chase National 
Bank of New York, has become a 
vice-president of the Albuquerque 
(New Mexico) Na- 
tional Bank. He is 
a brother of Oscar 
M. Love who is 
also a_ vice-presi- 
dent of the Albu- 
querque bank. 


Fred E. J. 
Kracke, formerly 
secretary of the 
Bronx County 
‘Trust Company, New York, has 
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F, E. J. KRACKE 


bbeen promoted to vice-president and 
secretary, and James F. Geoghe- 
gan, formerly assistant secretary, 
thas been promoted to assistant vice- 


of theypresident. Mr. Kracke is now head 
-  thefof the loan division. 
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Newly elected vice-presidents at 
the Fort Wayne (Indiana) National 
Bank are Frank J. Mills, former 
cashier, and Carl W. Tewksbury, 
former comptroller, who also has 
been appointed manager of the credit 
department. Auditor Joseph W. 
\Miller has been named cashier. 
‘Thomas A. McKiernan, vice-presi- 
ident, is now a director. 





¢ 


Two bank officers added to the 
board of directors of the Central 
National Bank and Trust Company, 
Peoria, Illinois, are John D. Blos- 
som, a vice-president since 1930, 
and Frank C. Mayne, Jr., trust 
officer and vice-president. 


o 


Alex P. Bright has been named to 
|the newly created office of chairman 
of the board at the Riverside (New 
Jersey) Trust Company, after serv- 
ing as a vice-president for 14 years. 
Charles B. Veghte, formerly execu- 
tive vice-president, has succeeded the 











House 


late H. G. Pancoast as president. J. 
i. Neal is now a vice-president. 
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BRANDT machines operate at great speed and thus save a 
vast amount of time in PAYING, SORTING, COUNTING and 
PACKAGING COINS. In addition these sturdily built machines 
assure ABSOLUTE ACCURACY, as a result checking and 
recounts are eliminated. 


BRANDT machines. include 
AUTOMATIC CASHIERS (Coin Paying Machines) 
COIN SORTERS and COUNTERS 
COIN COUNTERS and PACKAGERS 


Send for detailed information regarding BRANDT products. 
CLIP AND MAIL COUPON BELOW 





BRANDT AUTOMATIC CASHIER CO. 
WATERTOWN, WISCONSIN 


Please send complete information regarding Brandt products 
checked below: 


[_] Automatic Cashiers 
(| Coin Counters and Packagers 


BRANDT Yam 


COIN HANDLING 


DEVICES SINCE 
1890 


(] Coin Sorters and Counters USE 
[] Coin Storage Trays THIS 
(] Coin Wrappers and Bill Straps COUPON 


“Brandt” and “Cashier” registered United States Patent Office and Canadian Trade Marks Office B-4 
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CHRISTMAS CLUB SAVED 
prema C 4 R ‘ S T M A S C L U 7 
Writes Mrs. Consuelo G. Messer, 
Union, N. J.: “My husband’s busi- 
ness came to an abrupt standstill. 
. New machinery for new en- 
deavors was the only answer... 
In desperation | presented him 
with my accumulated “Christmas 
Club” savings, which amounted 194 
to well over $7,000.00. .. . New 
machinery certainly meant real W 
business . . . renewed security for tion: 
our little family... . We'll always “a 
be indebted to the Christmas ercls 
Club, for it not only showed us bushi 
how to save, but saved us from a the 
mighty close shave.” to tl 
. ‘ ee ada, 
@ The American Way to financial security is a | it: 
CHRISTMAS CLUB SAVINGS result of understanding, and of preparation for | The 
HELPED START BUSINESS emergencies through well-learned lessons of thrift. poh 
° cen 
Writes Mrs. Warren D. Reck, Den- ° ° pe 
ver, Colorado: “My husband was @ Portals to permanent financial security have effec 
an offset printer, a free-and-easy ° Wh i ‘ht 
seine, to 2903 ne Glebenes swung wide for uncounted millions of Americans | 
Club check gave him the chance through the Christmas Club facilities offered them | Uni 
to start a business selling Christ- ° The 
mas cards with scenes of Rocky by their local banks. 2 
Mountain life. The cards were an : lev . 
immediate success—the first print- @ Three such individuals are pictured here. attr: 
ing went like hotcakes on a frosty lates 
morning. From that start we have ° ° . I 
denlaped egntiielindtetman @ But what cannot be pictured is the friendly — 
business with a full line of West- thetic help these people received from 
ern designs. We can truthfully be and Spas Say t poo rece 
thankful to Christmas Club.” their local bankers. ¥ 
the 
@ Help, through Christmas Club, that leads to | pon 
THRIFT HABITS FORMED financial security and sound habits of thrift. port 
BY CHRISTMAS CLUB ae clus 
@ An understanding of banking functions is a | was 
Writes Mrs. Antoinette Marie Lent, . k LA f 
Clifton, N. J.: “My husband was Natural development of the week-in, week-out | ©) 
reared in the come-sasy, go-easy visits of Christmas Club members to your bank. | py) 
order of the day. We could never : 
keep more than a twenty-five dol- : ' | The 
lar balance in our bank account e As your advice and counsel introduces them to © the 
because of constant withdrawals * i 
iat Gen we enelt tues dene the many services you offer, they become new 
without. Finally | joined the depositors, new customers. 
Christmas Club for each of us. An 
This led to our habit of systematic . ° ° 
saving and reinvestment of our * Christmas Club, and its human relations, I 
Christmas Club funds. We soon = ig bhyilding new business for banks everywhere. | 751! 
made a down payment on a home cam 







DISPLAY THIS ORIGINAL 
CHRISTMAS CLUB EMBLEM 


and in five years time had paid 
off the mortgage.” 


HEADQUARTERS FOR MEMBERS OF 
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ORGANIZATION CHRISTMAS CLUB 
ORIGINATORS OF THE 
CHRISTMAS CLUB PLAN 
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@ Banks with Christmas Club are Banks that grow. 


a corporation 


FOUNDED BY HERBERT F, RAWLL 
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1949 Boom Year in Canada 


Whereas changes in business condi- 
tions in the United States normally ex- 
ercise a strong influence on Canadian 
business, there was a contrast between 
the two economies in 1949, according 
to the annual report of Bank of Can- 
ada, presented in mid-February at 
Ottawa by Governor Graham Towers. 
The physical output of goods and serv- 
ices for Canada was nearly three per 
cent higher in 1949 than 1948. 

Canada did not show any serious 
effects from the “rather sharp reces- 
sion” which took place in 1949 in the 
United States, Mr. Towers reported. 
The reasons for the continued high 


| level of activity, he thought, could be 
' attributed to the fact that the accumu- 
' lated demand was worked off more 


slowly, to the more gradual process of 
decontrol after the war and to the 
recent discoveries of natural resources. 

The year was also a boom year for 
the general public buying of Canadian 
bonds and stocks, according to the re- 
port. Net new issues of securities, ex- 
clusive of federal government securities 
was $677,000,000, an all-time record. 
A feature of this buying for 1949, as 


> well as 1948, was purchases by the 
) public rather than the chartered banks. 


The portfolios of banks declined during 
the year. 
+ + Sd 


) Anniversary Campaign 


Imperial Bank of Canada marked its 
75th anniversary with a widespread 


/ campaign in Canadian publications. 


By JAMES MONTAGNES 





dy 


moving co theUnited States. 





years of banking progress 


In 1875 Imperial Bank of Cahada opened its doors for business. 


The furure looked dark. Banks and business houses were collapsing. Thousands of dishearred Canadians were 


But on through the panic of °79, in and out of successive national crises, and into the years of “Canada’s Century” 
Imperial Bank of Canada held firm, and grew from strength w strength, unassisted by mergers or amalgamations. 


This year Imperial Bank of Canada Celebrates its 7$ch Anniversary. With its shining faith in Canada’s furure, it 


looks confideatly ahead tw a still more impressive national development 





Imperial Bank stresses its part in Canada’s development 


The opening announcement appeared 
March 16, the bank’s birthday. This 
was to be followed by a series of weekly 
advertisements showing the part the 
bank has played in the development of 
Canada’s agricultural, mining, lumber- 
ing and industrial fields. The series 
covered the bank’s pioneering opera- 
tions which spread with the develop- 
ment of natural resources. 

A number of folders and booklets for 
customers and the public was prepared 
for general distribution. Three-di- 
mensional display boards for inter- 
changeable scenes were built for main 


Miniature ads supplement regular display advertising 








SERVICE, SIR? 


Having trouble with your budget? 


LOST | 


A Balanced Budget. 


First-rate accommodation 
for your bonds, important 








F 
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Take my word for it — there’s 
nothing like a BofM _ chequing 
account to keep a man’s budget 
running sweet and smooth. 


The cancelled cheques serve as 
your receipts. The stubs give a 
cent-by-cent record of payments. 

For friendly and efficient budget- 


servicing — call gn. your nearest 
branch of “My Bank”. 
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The family is miserable without it. 


If your budget has gone astray, 
come to “My Bank” and start 
afresh. Build up a B of M Savings 
Account to control annual expenses, 
to take care of emergencies. 

Save regularly, your budget won't 
slip its collar again. 








papers and other 
valuables. Rental less 
than 2¢ a day. 


Apply: 


Your nearest B of M branch. 


Ask for: 
_ Your Safety Deposit Box. 





branches, with less elaborate displays 
for remaining branches. Folders con- 
taining the various advertisements in 
the campaign were prepared for dis- 
tribution to customers as souvenirs. 


7 o + 


Promotion Ideas 


Shareholders of the Bank of Mont- 
real received their dividend cheques 
early in March in a new folder devoted 
to the bank’s business development 
program. Business development, the 
folder says, is the flexibility of service 
that turns the bank’s representatives 
into expert counsel on a dozen aspects 
of establishing and developing an en- 
terprise. The department is particu- 
larly concerned with firms and indi- 
viduals from abroad who are planning 
business connections in Canada. The 
folder is the first of a series ‘dealing 
with the functions of the bank’s de- 
partments. 

A series of small, one-column adver- 
tisements for newspapers, was pre- 
pared by the Bank of Montreal for use 
adjacent to classified advertising. Sup- 
plementing regular display advertising, 
they feature various bank services. 

For use in the United States and 
Great Britain, the Bank of Montreal 
has prepared a folder entitled ‘‘Con- 
sidering Canada.” The folder suggests 
exploring Canada’s new business fron- 
tiers with the bank, and offers free 
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copies of a 100-page book entitled 
“Canada Today.” 


° ° > 


Dollar Relaxation 


Denmark has been added to the list 
of European countries now trading 
with Canada in United States and 
Canadian dollars. Previous to this 
time exporters shipping to Denmark 
have been required to obtain payment 
in U. S. dollars. Under this special 
arrangement, Canadians now can ob- 
tain permits through their banks to 
spend any reasonable amounts of 
Canadian dollars for travel to Den- 
mark. The country is placed on the 
same basis for Canadian banking 


transactions as is France, Belgium, 
Luxembourg, Netherlands, Norway, 
Sweden, Switzerland, Italy and 


countries in the sterling area. 


° ° . 


Branch Open House 


For the first time in its 95 years of 
existence, the Bank of Toronto held an 
open house, with the opening of a sub- 
urban Toronto branch at Avenue Road 
and Haddington Avenue. Some 300 
guests visited the branch, were invited 
behind the counter and inspected the 


bank vaults. Refreshments were 

served. Head office officials attended. 
+ ~ * 

Bank Expands 


Bank of Toronto is expanding its 
operations eastward this summer with 
opening of new branches in Quebec 





R. P. JELLETT 


Top executive changes at The Royal Trust Company, Montreal 


City and Halifax. These branches will 
be the first operated by the Bank of 
Toronto in both cities. Properties have 
been bought in the downtown area of 
Quebec and Halifax. In the case of 
both banks, the majority of the staff 
will be drawn from the local com- 
munity. 


International Trade Fair 


Third Canadian International Trade 
Fair is being held at Toronto May 29 — 
June 9, with exhibitors and buyers 
from all parts of the world. Canadian 
banks have been invited to take space 
at the exhibition for the first time, 
along with other service organizations 
such as shippers, railway and ocean 
transportation companies, and boards 
of trade. 

Canadian Bank of Commerce will 
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BANK OF LONDON 


& SOUTH AMERICA 


Limited 


88 Years 


69 Branches 
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South and Central America, England, 





France, Portugal and Spain 


Complete International 
Banking Service 


HEAD OFFICE: London, Begiadas 
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J. PEMBROKE 


have an office in operation at the Inter- 
national Trade Fair to give banking 
service to visitors and exhibitors on the 
exhibition grounds. Other banks are 
planning to contact buyers and ex- 
hibitors, planning promotion booklets, 
and using other means of aiding poten- 
tial customers. 
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Officer Changes 


R. W. Shannon has been appointed 
general inspector of the Royal Bank of 
Canada, at the 
head office at 
Montreal. He 
was formerly as- 
sistant manager 
at the _ bank’s 
main branch at 
Toronto. He has 
had wide experi- 
ence in Ontario 
branches as well 
as in the super- 
visor’s depart- 
ment. 
. 


J. W. Powell has 





R. W. SHANNON 


been appointed 
manager of the 
main branch of 


of Canada 
Ottawa, succeed- 
ing J. A. Noonan 
who 


Powell joined 
the Royal Bank 
at Toronto 
1932, and for the 
past three years 
has been assisl- 
ant manager at Ottawa. 








J. W. POWELL 


¢ 


Louis Rasminsky, executive assist- 
ant to the governors of the Bank ol 
Canada, and alternate chairman of the 
Canadian Foreign Exchange Control 
Board, has been elected executive di 
rector of the International Bank 
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Reconstruction and Development at 
Washington. He succeeds Donald 
Gordon, former deputy governor of the 5 4 ‘ 
Bank of Canada. Mr. Rasminsky, 2. Suse 
formerly on the staff of the League of 
Nations, has been with the Bank of 
Canada since 1940. 

e 


B OF M SPANS CANADA Witt 500 BRANCHES 








H. W. Thompson has been appointed 2 ‘ 
superintendent of branches of Im- '  Geloary Sashatoon 





perial Bank of Regina 
Canada at the en .. Mo- 
head office at “es the 
Toronto. He was 4 


formerly man- 
ager of the 
bank’s main of- 
fice at Winnipeg. 


e 


The Royal 
Trust Company, 
H. W. THOMPSON Montreal, at its 
annual meeting 
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@ When you ask the “why” of all the ponds 
being built on farms, you won’t get a simple 
answer. Irrigation, fire protection, fish culture, 
swimming and skating are among the things 
you hear mentioned. Generally, though, these 
are secondary reasons. 

Prime purpose of most ponds is to provide 
a sure and abundant supply of drinking water 
for livestock. No shortage of feed brings so 
swift and severe a threat of disaster as do 
wells that go dry and streams that shrivel into 
the gravel. A pond is both a routine utility and 
a liquid reserve to survive prolonged drought. 

Planning a pond calls for technical assistance, 
available from the Soil Conservation Service or 
from comparable state agencies. Building the 
pond calls for little more than use of a farmer’s 













“TIQUID 
| RESERV 


9 


own tractor and implements—his own labor 
and his own equipment. Cash outlay for sup- 
plies is comparatively small. 

To inspire the idea and instruct in the “how” 
is the purpose of the booklet “Build a+Pond.” 
We would like to send you a sample copy, or a 
supply if you can put it to good use. Farm ponds 
may not bring loan business to your bank, but 
they can help bring stability to all the business 
of your community. 

Case believes that educational effort for the 
advancement of agriculture is good business for 
banks, and for the Company. Case believes that 
financing of farm machinery sales is business 
that belongs to local banks. J. I. Case Co., 
Racine, Wis. 


CASE. 





FULL-COLOR MOVIES with sound are available for showing to 


schools, civic groups, farmer meetings, conservation clubs, etc. Some of the 
subjects are terracing, contour farming, pond-building. Send for ‘Visual 
Education Materials’’—a catalog of Case films, booklets, wall charts. Address 
Educational Division, J. I. Case Co., Racine, Wis. 
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THE BOOKLET COUNTER 








United States Government Se- 
curities and the Money Market 
.,. It is a practice of The Bankers 
Trust Company annually to consider 
government securities and the money 
market. This year, under seven sep- 
arate headings, the bank discusses the 
federal debt, changes in the condition 
of banks, bank credit conditions and 
interest rates, debt management and 
institutional investors, credit control 
and debt management, the implica- 
tions of budget deficits, and the out- 
look for 1950. Of particular interest 
are the thoughts expressed on the 
supply of funds available and the likely 
trend in the supply of bonds in relation 
to demand. 


A 


United States Government Se- 
curities . . . This is a 1950 edition 
issued by C. J. Devine and Company. 
It is a 32-page, comprehensive review 
of financing operations and price rec- 
ords containing such features as a 
jchronology of developments affecting 
ithe economy in 1949, selected price- 
htrend charts, changes in the ownership 
lof U. S. Treasury securities, price and 
yield records and other useful, statis- 
tical information. 





The International Role of the 
Federal Reserve System... In 
this interesting booklet M. S. Szymc- 
)zak, member of the Board of Governors 
of the Federal Reserve System, dis- 
cusses the highlights of the role of the 
/Federal Reserve System in the inter- 
national field. The discussion is broken 
down into the powers and responsi- 
bilities of the Federal Reserve System, 
its experience, and its prospective role 
in future international financial re- 
lations. 
| The booklet also shows the volume 
of aid extended by the government 
mi j)since the end of the war; the extent of 
@ |)°perations by the Export-Import Bank, 
nthe International Monetary Fund, and 
Internation Bank; and the amount of 
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These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 
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SECURITIES 
and the 
MONEY MARKET 
Retiew of 1949 | 
and Outlook for 1950 | 
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Securities 


A REVIEW OF 
FINANCING OPERATIONS 


AND PRICE RECORDS 


1950 EDITION 


C. J. DEVINE & CO. 





Aids to government bond account management 


gold and dollar reserves held by various 
foreign countries. 


An: Investment Program For 
Generous Income... .Aninvestment 
plan involving three classes of securi- 
ties, of interest to individual and insti- 
tutional investors. The classes chosen 
for the program are Low-Priced Bonds, 
High-Return Bonds, and Income Pre- 
ferred Stocks. The folder discusses 
the selection and supervision of these 
portfolio securities, their adequate 
diversification, physical safeguards, and 
the six regular distributions each year 
from interest and dividend income. It 
explains how a well diversified position 
in selected securities of a given class 
gains a vitally important reduction of 
risk for the investor. 


Planning a Successful Retire- 
ment Program .. . Here is a well- 
prepared promotional booklet devoted 
especially to pension planning. It is 
prepared by a national firm of insur- 
ance consultants and stresses the value 
of professional advice both in estab- 
lishing new retirement plans and in 
supervising existing ones. It is ad- 
dressed to business but will be of equal 
interest to bank officers dealing with 
this subject. 


Bond Paper Samples. . . This 
is a promotional booklet containing 
numerous samples of high quality bond 
paper in white and seven colors, for 
business stationery, envelopes, records 
and documents. The samples give the 


various weights and sizes in which the 
paper is available. 


Bronze Tablets . . . An excep- 
tionally complete catalog illustrating 
the bronze tablets used for honor rolls, 
dedications, base relief and memorial 
plaques, commercial and window dis- 
play signs, and individual bronze let- 
tering. There is a special page on bank 
exterior, desk, and tellers’ counter 
signs, with an explanation of the vari- 
ous methods of attachment. 


The Triometric System of 
Office Planning... A leaflet giving 
the fundamentals of good office and 
methods layout through the use of 
scale models for three dimensional 
planning and display. It outlines, 
step by step, the technique to follow 
in planning an office and making it a 
more efficient and better co-ordinated 
unit. It suggests how to study office 
procedures, and to arrive at improved 
methods and conditions. 


Construction: The Bonded 
Contract is the Owner’s Protec- 
tion... A brochure giving helpful data 
concerning the nature, functions and 
advantages of construction bonds, rec- 
ommended for owners who contemplate 
building, for bankers who render finan- 
cial assistance to builders and sup- 
pliers, and for all groups in the con- 
struction industry. This booklet is a 
publication of the Surety Association 
of America. 
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Fit ihe file room into one drawer? 


Think of the space that would save! With 
Burroughs Microfilming this saving is 
really possible. Imagine, 300 full file 
drawers of papers make just one shallow 
drawer of microfilm—99 % of your file 
space is saved! 











Copy papers with photographic accuracy ? 


Think of the mistakes that would save! 
And, Burroughs Microfilming really 
does. Makes reliable substitutes for the 
originals —true copies that are safe, per- 
manent, easier to refer to and give double 
protection against error or misfiling. 












Fast, thrifty recorder—gives you the economy 
of 8mm. photography on 16mm. film, plus the 
economy of a 37 to 1 reduction ratio! Photo- 
graphs fronts and backs of documents simul- 
taneously or fronts only at the flick of a switch. 































Record 400 documents a minute ? 


Think of the time that would save! Again, 
with Burroughs Microfilming you can 
actually do it. Check-size documents can 
be microfilmed—front and back —faster 
than six per second! 
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Protect files against fire and theft? 


Think of the loss that would save! Bur- 
roughs Microfilm is compact enough to fit 
in fireproof vaults. Too, the perfect, tiny 
images cannot be altered or extracted 
without detection! 


Burroughs Microfilming saves you space, time, mistakes and loss. Profits are 
made out of savings like these. Savings in payroll, equipment and film alone 
more than pay for Burroughs Microfilming. In fact, it amortizes itself in just a 
fraction of its useful life! 


Burroughs Microfilm equipment is built by Bell & Howell—an acknowledged 
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TWO IMPORTANT NAMES IN MICROFILM 


WHEREVER THERE’S BUSINESS THERE’S Burroughs 


leader in the field of fine photographic equipment. It is sold and serviced by 
: Burroughs —for 60 years the pioneer in better business machines and methods. 


That means more knowledge is behind Burroughs Microfilming —specialized 
knowledge of both photography and modern business methods. See for your- 
self how it can save money for you. Call your local Burroughs office, or write — 


BURROUGHS ADDING MACHINE COMPANY, DETROIT 32, MICHIGAN 
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COURT DECISIONS 








Will or Joint Account 


Arthur E. Young, who had a deposit 
account in a Nebraska bank, informed 
the bank’s cashier that he wanted the 
money to go to Mrs. Edyth L. McCoy 
at his death. The cashier thereupon 
added the following words after 
Young’s name on the ledger sheet: 
“P.O. D. Mrs. Edyth L. McCoy.” 
The abbreviation P. O. D. meant 
“Payable on death.” 

When Young died there was a bal- 
ance of $8,068.57 in the account, which 
Mrs. McCoy promptly withdrew and 
retained as owner. Thereafter certain 
heirs of Young sued Mrs. McCoy for 
the money, alleging that it belonged to 
his estate. 

Mrs. McCoy contended that title to 
the deposit vested in her by virtue of 
the Nebraska statute which provided: 

“When a deposit in any bank in this 
state is made in the name of two or 
more persons, deliverable or payable to 
either or to their survivor or survivors, 
lsuch deposit, or any part thereof, or 
increase thereof, may be delivered or 
paid to either of said persons or to the 
survivor or survivors in due course of 
business.” 

Distinguishing between joint ac- 
counts with right of survivorship as 
authorized by the statute and the 
testamentary character of the ledger 
sheet notation in this case, the Su- 
preme Court of Nebraska said: 

“The words used in the present case 
do not meet the conditions required by 
the statute. The deposit was not made 
in the name of two or more persons as 
the statute requires. It was not made 
deliverable or payable to either, but on 
ithe contrary it was payable only to 
Arthur E. Young during his lifetime 
and after his death to the defendant. 
5No present interest was conveyed to 
Hdefendant by the words used; her in- 
mterest was solely testamentary. The 
statute contemplates the conveyance 
of a present interest in the deposit, al- 
though the actual enjoyment thereof 


















pby one or more of the joint payees may 
Hbe posiponed until the death of one of 
pthe nsmed payees. 

“It is plain, therefore, that compli- 
yAnce with the statute was not had and 


athe purported disposition not having 


been made in accordance with the 
platu'ory requirements for wills, the 
; a added to the ledger sheet of the 
Dan 


an have no effect upon the title 
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District of Columbia 


to the deposit. 

“*The words added to the ledger sheet 
at the direction of the deceased were 
clearly testamentary in character. An 
instrument which by its terms is to 
operate to convey an interest in prop- 
erty only after the death of the grant- 
or is testamentary in character and 
passes no present interest in the prop- 
erty. Such a purported conveyance is 
void for the reason that it is in effect a 
will, and, the statutory requirements 
for the execution of a will not having 
been met, it has no validity as such.” 
(Young vs. McCoy, 40 Northwestern 
Reporter, Second Series, 540.) 
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Note Under Duress 


When the payee of a note in Pennsyl- 
vania proceeded to enforce it by legal 
action against the makers, a married 
couple, the wife resisted, alleging that 
she had signed the note under duress. 

She testified that the payee had 
come to her home while her husband 
was in the hospital and demanded that 
she and her husband sign a judgment 
note for the amount of two checks 
which he said her husband had given 
him and which had been dishonored. 


By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 


‘““Then,”’ she continued, “he told me 
that he had spoken to one of the officers 
at the bank about the checks being no 
good and about my husband issuing 
them. And he told me that my hus- 
band could be arrested and prosecuted 
for issuing the bad checks. And I 
asked him not to do anything because 
my husband was very sick at that time 
and had had a heart attack, and I 
thought any other excitement would be 
very serious for him. So he told me 
that if my husband and I would sign a 
note he would give me back the two 
bad checks which he said my husband 
had given to him.” 

The plaintiff denied that any threats 
had been made. 

Discussing the circumstances of the 
alleged duress, the Supreme Court of 
Pennsylvania said: 

“Plaintiff further testified that as a 
result of his conversation with her it 
was mutually agreed that she and her 
husband would execute a note covering 
the indebtedness of $1600.00, after the 
plaintiff prepared the note and mailed 
it to her. The evidence establishes 
that she did receive the note by mail 
and it was taken by her to the hospital 
where both she and her husband 
signed it. She then mailed the sealed 
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The rapid expansion of Atlanta and the south- 
east requires up-to-the-minute information. To 
get ALL the facts, in addition to prompt and 
dependable counsel upon which decisions can 
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WO The Ford Motor Company, Hapeville, 
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note to plaintiff, and upon receipt of 
the note he then returned the two dis- 
honored checks by mail. 

“Her testimony is merely to the 
effect that plaintiff told her that her 
husband could be arrested and prose- 
cuted. He did not say that, if they did 
not sign the note, he would arrest her 
husband. 

“There is no evidence that her sig- 
nature was induced by fear that the 
alleged threat would be carried out. 
Her own recital of the negotiations 
leading up to the execution of the note, 
which took approximately one week, 
and which were conducted by the use 
of the mails, effectively repels any sug- 
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| Forged Checks 





gestion that the alleged threats were 
persuasive. She had ample time and 
ample opportunity, if she so desired, to 
consult counsel before executing the 
note in question.” 

Disposing of her further contention 
that the note was without considera- 
tion, the court pointed out that the 
note was sealed and continued: 

“The note was under seal, and a seal 
imports a consideration and creates a 
legal obligation; it follows that upon a 
note under seal want of consideration 
is no defense in Pennsylvania.” 

Judgment in favor of the payee 
affirmed. (Palatucci vs. Woodland, 
70 Atlantic Reporter, Second Series, 
674.) 


° ° 


Fred Crow, a depositor in a Cali- 


| fornia bank, sued the bank to recover 


the amounts which the bank had paid 
out on certain checks on which his 
signature had been forged as maker. 

Virgil Fore, Crow’s bookkeeper, was 
the forger. He started by raising the 
amounts of genuine checks which Crow 
had signed. Fore’s practice was to pre- 
pare blank checks for Crow’s signature, 
leaving a space between the dollar 
mark and the first figure in the amount; 
the line in which the amount was to be 
written in words was left blank and 
later filled in with a check writing ma- 
chine. After Crow had signed the 
checks in that condition and bearing 
the correct amount in figures, Fore 
would then insert an additional figure 
immediately after the dollar sign, thus 
raising the amount from, say, $68.50 
to $268.50, printing in the raised 
amount in words with the machine. 
The lower and correct amount, how- 
ever, was entered on the check stub 
which therefore presented a normal ap- 
pearance to anyone examining the 
check book. 

Later Fore forged Crow’s signature 
to a series of purported pay checks. 
The bank checks used were obtained 
from a spare check book and were 
therefore not numbered consecutively 
with the pay checks currently used. 
Fore caused Crow’s books to appear in 
balance principally by the device of 
entering fictitious credits in the inven- 
tory account. 

In all cases the fraudulent checks, 
whether of the earlier raised variety or 
of the later forged kind, were ab- 
stracted from the monthly bank state- 
ment by Fore as soon as same were 
received in the office, and immediately 
destroyed. An audit made about a 
year later disclosed Fore’s defalcations 
and he was convicted of forgery. 

At the trial of the suit against the 
bank Crow took the position that the 
bank had been negligent in failing to 
detect the forged signatures. The 





earlier, raised checks did not figure jy 
the suit. 

The bank contended that Crow had 
been negligent in failing to detect and 
report to the bank Fore’s earlier a¢ 
tivities in raising checks. There wa; 
also mention of some alleged petty 
thefts by Fore which were known to 
Crow. 

The trial court decided agains! the 
bank. Affirming that verdict, the Cali. 
fornia District Court of Appeals said: 

“Virgil L. Fore, who had been con. 
victed of forgery, testified in detail as 
to how, when and where the forged 
checks were made, which testimony js 
uncontradicted; there is, therefore, no 
serious question as to whether the 
checks were actually forged. The real 
questions at issue were, rather, whether 
the bank was free from fault in cashing 
such checks, and as to the plaintiff’s 
alleged contributory negligency in ref- 
erence to the same matter. 

“The record discloses much evidence 
introduced by both parties, bearing di- 
rectly and indirectly upon banking 
procedures in general, and the alleged 
negligence of both plaintiff and de- 
fendant in this particular case. The 
bank’s contention that the evidence 
shows conclusively that plaintiff’s own 
negligence was the cause of the loss is 
not borne out by the record.” 

Judgment against the bank. This 
decision is a reminder that negligence 
is usually a question of fact for the 
jury, not so much a question of law. 
(Crow vs. ... National Trust & Sav- 
ings Association, 212 Pacific Reporter, 
Second Series, 624.) 
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Stop Order to Branch Bank 


A depositor in one of the branches o/ 


a Tennessee bank telephoned the as-[ 


sistant vice-president in charge of the 
branch office to stop payment on 4 
check, which he had issued an hour or 
so previously. The 


office. The depositor’s call was re 


ceived at the branch at 11:05 A. MF 
and the branch office call to the main} 


office was completed at 11:15 A. M. A 


teller at the main office cashed thef 


check between 11:30 A. M. and 11:4 
A. M. 


alleging: 

1. That the defendant disregarded 
the instructions of the plaintiff not to 
pay the check. 


2. That the defendant did not exel-f 


cise due care and prudence, failed to 
notify its officers and employees of the 
stop-payment order, and was guilty of 
negligence in paying said check after 
being given instructions not to do 80 

Affirming a judgment against the 


Burroughs Clearing lous 


assistant vice-} 
president agreed to do so and promptly ‘ 
telephoned the stop order to the main} 
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pank, the Supreme Court of Tennessee 
said: 

“As a general rule, a check is subject 
to revocation by the drawer at any 
time before it is accepted or paid. Ifa 
bank pays a check after it has been 
notified to stop payment, it pays on its 
own responsibility and will not be per- 
mitted to charge the amount of the 
check against the depositor’s account. 

“It is contended by the bank that 
its main office became an innocent 
holder of the check for value with right 
to recover thereon from the plaintiff 
by reason of his stopping payment; 
that the branch became subrogated 
upon acquisition of the check for value, 
which right of subrogation the bank 
became entitled to assert against the 
plaintiff by way of equitable set-off. 

“This contention overlooks the fact 
that the relationship between the par- 
ent bank and its branches is that of 
principal and agent, and the former 
must be held by the acts of its branches. 
However, there are exceptions to this 
tule. For instance, where the parent 
bank cashes a check drawn on one of 
its branches before receiving actual 
notice of the stop-payment order, 
which was not the case here. In the 
instant case there was ample oppor- 
tunity for all the employees to be 
notified of the stop-payment order. 

“Mere liability on the part of the 
bank to the depositor would not en- 
title it to the remedy of subrogation.” 
(Mullinax vs. . . . Trust & Banking 
Co., 225 Southwestern Reporter, Sec- 


ond Series, 38.) 
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Check Payable to Bank 


When the president of a university 
negotiated a large loan for the institu- 
tion from a Louisiana bank he asked 
the cashier to issue a check for the en- 
tire proceeds payable to a named New 
Orleans bank. He explained that the 
university had obligations in that city 
and hence wanted the funds available 
there. 

Accordingly, the cashier delivered to 
him the bank’s check for the entire 
amount payable to the specified New 
Orleans bank and drawn on another 
bank in that city. On the following 
day the check was brought to the payee 
bank by one J. M. Brown. At his re- 
quest the check was cashed and the 
proceeds credited to his account. He 


the entire amount to a brokerage firm, 
lo whose account the money was then 
credited. Subsequently Brown ap- 
parently disappeared. 

Thereafter, the drawer bank sued 
the payee bank for the money, con- 
tending that the payee bank had no 
authority to pay the proceeds of the 
check to Brown. It insisted that it was 
the duty of the payee bank to see that 
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What would it cost to replace 
your records and books? 


(Files, accounts, ledgers, blueprints, 
abstracts, library, inventory, etc.) 


Based on Claim File No. 96B8785 of the Hartford 
Accident and Indemnity Company. On September 10 
the office of our warehouse was damaged by fire, 
resulting in a $28,000 loss to building, machinery 
and equipment. This was in line with our estimate of 
value when the insurance was bought. However, we 
were certainly in for a surprise when we began to 
figure the cost of replacing blueprints, inventory 
records, etc.! Our first guess was around $5000, and 
this price went up every day until now we know that 
the records destroyed could not be replaced for 
$40,000. We had $25,000 Valuable Papers Insurance, 
which we thought more than enough, and yet this fire 
destroyed only a small part of our records. We 
appreciate very much the way Hartford handled this 
claim and the promptness with which we were paid. 


Most business and professional men need Valuable Papers Insur- 
ance. This covers replacement cost, not only against fire but against 
loss due to explosion, windstorm, theft and most other causes. 


Write for a sample policy or see your Hartford agent or insurance 
broker who will gladly furnish details of this low-cost, broad pro- 
tection. In over 5000 communities you can secure the name and 
address of the nearest Hartford agent quickly by calling Western 
Union and asking for “Operator 25”. 
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COMPANY 


Hartford 15, Connecticut 


Hartford Fire Insurance Company 
Hartford Live Stock Insurance Company 
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the proceeds were not improperly dis- 
bursed and that the funds were illegally 
paid out without any directions from 
the drawer bank. 

In a learned opinion discussing the 
factual and legal situation thus pre- 
sented, the Supreme Court of Louisi- 
ana said: 

“The record does not show how 
Brown came into possession of the 
check or any authority on his part to 
negotiate it. It appears that the as- 
sistant cashier of the defendant bank 
who handled the transaction did not 
testify in the case and the record does 
not disclose what transpired between 













him and Brown at the time of the 
transaction. 

“Brown did not testify in the case 
and we are not informed of his version 
of the transaction. It appears that he 
was going under an assumed name and 
became involved in questionable trans- 
actions. His whereabouts do not ap- 
pear to be known. 

“The defendant bank had no in- 
structions from the plaintiff as to the 
disposition of the proceeds of the check. 
The University has repudiated the en- 
tire transaction on the ground that the 
purported resolution of its board was a 
forgery and that it has not received 





Half inch saves *267! 


Tall story? Nope! A short short! ... Seems this 
bank let a PB salesman re-weigh 25% of a day’s 
outgoing mail on a PB scale... discovered the 
old scale was not only inaccurate but slow—and 
difficult to read because chart markings were so 
close. After the demonstration, the bank V.P. 
estimated PB’s precision mailing scale would save 
the bank $267 a year...and the mail boy said 


he thought he could get out the mail in a lot less 
time (the half inch chart markings were so 

easy to read!) Need we say more? .. . Call 

or write for free illustrated booklet ... today! 


PITNEY-BOWES 


Mailing Scales 


PITNEY-BOWES, INC., 
3124 Pacific St., Stamford, Conn. 


Originators of the postage meter ...offices in 93 cities. 
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What could be more impressive than | 
dignified Banx ;Sians, Desk Siens, 
Te.ters NamMepuates, Erc., of solid 
bronze. Send for our free catalog 
showing various styles. 

“Bronze Tablet Headquarters” 


UNITED STATES BRONZE SIGN CO., Inc. 
570 Broadway, (Dept BC) N.Y.12,N.Y. 









































any part of the proceeds. 

“The language of the check ma <ing 
the funds payable only upon the order 
of the defendant imposed upon it the 
duty of seeing that they were not, 
through its agency, improperly dis. 
bursed after it had received tiem. 
They could not safely pay out such 
funds except under the direction of 
their lawful owner. 

“Where a check is drawn to the 
order of a bank to which the drawer is 
not indebted, the bank is authorized 
to pay the proceeds only to persons 
specified by the drawer; it takes the 
risk in treating such a check as payable 
to bearer and is placed on inquiry as to 
the authority of the drawer’s agent to 
receive payment. 

“The defendant contends that where 
one of two innocent parties must suffer 
loss through the fraud of another the 
burden of the loss should be imposed on 
him who most contributed to it. The 
position is taken that the plaintiff by 
issuing the check payable to the bank 
instead of the University made it pos- 
sible for the funds to be converted and 
that the plaintiff should thereby bear 
the burden of the loss. 

‘““At the time the check was issued 
the plaintiff had a small deposit ac- 
count with the defendant bank. If the 
funds had been deposited to the plain- 
tiff’s account they could not have been 
withdrawn by anyone else without 
authority from the plaintiff. 

“The plaintiff bank amply protected 
itself by making the check payable to 
the defendant bank who could not dis- 
perse the funds without instructions or 
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authority from the plaintiff. The 
funds could not have been converted if 
the defendant bank had not turned 
them over to Brown without authority. 
No attempt was made to prove that 


Brown owned the check or was en-f 


titled to the proceeds of it. There was 
no evidence to show that Brown made 
any claim of title to the check or any 
representation to that effect. 


“The defendant attempted to prove | 
that it was customary for banks re-} 


ceiving checks payable to themselves 


to dispose of the proceeds on the direc- 
tion of the person presenting the check. | 


Be that as it may, if such a custom pre- 


vailed it would have to be condemned f 
and could not supplant the universal f 
rule of law governing transactions of f 


this nature.” 

Judgment against the payee bank. 
(...Bank vs....Bank and Trust Com- 
pany, 43 Southern Reporter, Second 
Series, 602.) 


- e Sd 


Drawer Not Liable 


Two women entered an Ohio bus 
ness establishment. One of them, 
representing herself to be Sarah Mc- 
Millan, made certain representations 
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and obtained a check for $150 drawn 
to her order in that name, Shortly 
after the two women left it was dis- 
covered that the consideration for the 
check did not exist and the representa- 
tions made by Sarah McMillan were 
false. The drawer promptly stopped 
payment on the check. 

After banking hours next day two 
women entered a local jewelry store 
where one of them made a purchase 
amounting to $30.25. The purchaser 
represented herself as Sarah McMillan 
and after identifying herself by a 
driver’s license and other papers, en- 
dorsed the $150 check drawn to Sarah 
McMillan the previous day and ten- 
dered it to the store manager in pay- 
ment of her purchase. He took the 
check and gave her $119.25 change in 
cash. The two women then left. 

When the check was dishonored the 
store, asserting itself to be holder in 
due course, sued the drawer. 

Holding that the drawer was not 
liable, the Ohio Court of Appeals said: 

“It is admitted by all concerned 
that the person who endorsed the 
check and. negotiated it as Sarah 
McMillan was not the person to whom 
the check was given by the drawer as 
Sarah McMillan. The trial court 
found that the companion of the real 
payee was also the companion of the 
endorser of the check who received for 
it merchandise and cash from the 
plaintiff’s employees. 

“The rule that the payee of the 
check is the particular person who was 
intended by the drawer to be the payee 
can hardly be questioned. The name 
by which he is designated is merely the 
tag by which the intended person may 
be identified. A person, though bear- 
ing that name, if not the person in- 
tended, has not title to the check and 


| cannot endorse or transfer title to it. 
e was 


“We are concerned here with a payer 
of a check asserting that it is a holder 


_in due course, but upon an admittedly 
, forged endorsement. 


“The endorser of the check was not 
the actual payee of the check intended 
by the drawer to be such payee. In 


wis } such case, where a person other than 
heck. 


the actual payee of a check endorses 
the same, even though bearing right- 
fully the name of the payee, the en- 
dorsement is ineffective to pass title to 


| 4 payer and constitute him a holder in 


due course. 

“It must be remembered that as far 
as the actual payee is concerned, the 
evidence is silent as to what became 
of her. It requires the employment of 
conje ture to account for the presence 
of the check in the hands of the en- 
dorse; accepted by plaintiff. It is 
true ‘he companion was present, but 
how, or by what means she secured the 
chec: from the actual payee may be 
only -urmised. 

“Tnere is no evidence of either 
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American Credit 





Insurance Does 





Ce this will acknowledge receipt of your draft in the amount of $43,000, in pay- 
ment of a loss under our Credit Insurance policy. This loss occurred on one of our 
substantial accounts, in whose credit standing we had reason for complete 
confidence. 99 —from a New York Advertising Agency 


ee Your adjuster arrived this morning . . . reviewed a list of 27 accounts... settled 
each to our entire satisfaction. He immediately wrote us your draft for $2,292, 
in payment for these accounts. 9®@ —from an Ohio Distributor 


Ce We wish to thank you for your check covering settlement under our policy. There 
has been a great deal of satisfaction and a sense of security in carrying accounts 
receivable insurance during these years when credit conditions have been so 
disturbed. @®@ —from a Pennsylvania Manufacturer 


F YOUR CUSTOMERS leave valuable assets in the form of Accounts Receiv- 
Lavie exposed to the fortunes or misfortunes of their customers. . . 
unexpected credit losses can wipe out profits, can be even more damaging 
than loss by fire, theft, etc. 


Many Banks are advising their commercial depositors to guard against 
this threat . . . complete their program of insurance protection . . . with 
American Credit Insurance. Some Banks insist on this step before granting 
commercial loans. The bank may now be included as a named assured with- 
out charge. 


For full information, phone the American Credit office in your city or 
write AMERICAN CREDIT INDEMNITY ComPpaANy oF New York, Dept. 49, 
First National Bank Building, Baltimore 2, Md. 


PRESIDENT 





AMERICAN 
CREDIT INDEMNITY 
Rane rich GREBWR Conny 


oF New York & 
NEST. 1893) 





GUARANTEES PAYMENT OF ACCOUNTS RECEIVABLE 
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conspiracy or authority. Were the 
loss to be thrown upon the defendant 
drawer, it would seem that the gross 
negligence of the plaintiff in paying 
such an amount as is herein involved 
to two strange women on the slightest 


identification, after banking hours on 
Saturday afternoon, to a person not 
the actual payee, would do violence to 
all the rules applicable to negotiable 
instruments. 

“The ‘one of two innocent persons’ 


_ to accept a forged endorsement. ‘That 





rule has no application to these f: cts, 
This rule is based upon estoppel. The 
drawer did nothing to induce the pyer 


find it | 
$2,000 
or 90 | 
firm’s | 
its Wor 
The 


aclion was predicated entirely upor the 
credulity of the plaintiff payer, who 








Every Canker Should Kuow That: 


* 


Coinsurance reduces costs. What is coinsurance? It’s a proviso 
permitted in many insurance contracts, including fire policies, 
which says, in effect, that the insured agrees, for a substantial 
reduction in cost, to purchase insurance equal in amount to a 
certain percentage of the value of the property insured. Failure 
to keep this agreement results in the insured becoming a coin- 
surer, thus sharing with the insurance company in the payment 
of a loss. However, the company will pay losses in full - under 
the contract - when the insurance is maintained at the agreed 


pooper. A more detailed explanation of coinsurance will 
mailed you on request. 


THE PHOENIX-CONNECTICUT GROUP 


OF FIRE INSURANCE COMPANIES, HARTFORD, CONN. 
Combined Statement December 31, 1949 


failed to use the necessary precaution 
available to it.” 

Judgment in favor of the drawer, 
(Hockett vs. Simmonds, 87 North. 
eastern Reporter, Second Series, 739.) 
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SMALL TERM LOANS 


(CONTINUED FROM PAGE 27) 


this new enterprise. A goal of 100,000 
gallons of gas a month within the first 
three months of operation was set up 
and soon reached. This business has 
been a startling success and the loan is 
being paid off promptly. 
Manufacturer: This pioneer Cali- 
fornia business has been operated by 
the same family for many years. Its 
plant for the manufacture of pet foods 
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Assets - - = = = = 
Liabilities a 
i Surplus to Policyholders - - 
Losses paid to December 31, 1949 





- - - = = $128,195,440 
63,268,050 
64,569,075 


462,311,853 






























GLIDES LIKE A MARBLE 


SING 











> 
GRIPS LIKE A LEECH— 


An injured employee in a respon- 
sible position can not be easily 
replaced. Don’t gamble with 
eventualities. Yeo Safety Step 
Ladders pay dividends in effi- 
ciency, appearance and safety. 


"+ Welded steel con- 
struction throughout. 


* No loose bolts or 
rivets to cause sway. 


* Rolls freely when 
moved. 


¢ Rubber-tipped legs 
grip floor when in 
use. 





2 STEP (20” High by 17/2” Wide) $26 
3 STEP (30” High by 17/2” Wide) $37 


FOB Philadelphia, Pa. 
Also available in models 12”, 36”, 56” high 


THE BANK VAULT INSPECTION CO. 


1809 CALLOWHILL STREET 











In Australia 
and New Zealand 


With total assets of over 
£275,000,000 and with over 
800 branches and agencies 
throughout Australia, New Zea- 
land, Fiji, Papua and New 
Guinea, this Bank is better 
equipped to facilitate trade with 
these countries than any other 
institution there. 


BANK OF 
NEW SOUTH WALES 


British & Foreign Department 
Sydney, Australia 








PHILADELPHIA 30, PA. 
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of all types has required expensive 
heating and refrigerating equipment 
which the owner was able to supply 
through his own resources and profits 
over the years. the b 
In recent years as the business def Wi 
veloped and its products were soldpsucce 
through outlets in gocery stores andf readil 
food markets, it was found that somep out s 
new “point of sale’? equipment wasfises, 
needed to compete in those stores whichF repay 
have a wide variety of merchandisep paym 
displays. Sa 
The owner worked out a plan to in-f ness 
stall a small refrigerated display casef origi 
with an open top for self service and for h 
signs calling attention to the pet foods} parti 
available. In order to finance this new} decid 
selling development a loan was ob-| cies } 
tained for $10,000 plus carrying} tions 
charges. The loan was_ repayable} wirir 
monthly over 36 months, the bank} abili 
being assigned the refrigerated cases in}) and 
the various store locations as security. stall: 
This new selling equipment found} towr 
public favor immediately and proved! soon 
to be the most successful sales help this} work 
business has ever used. The cases aref then 
replenished by route salesmen and re-f 


busin 
The 1 
betwe 





























quire very little attention from the 
store management. This loan is also 
being paid off as planned. 
Wholesaler: This long-established 
| firm specializes in handling various 
kinds of medical and surgical equip- 
ment and the hundreds of items, I- 
cluding drugs, required for the mail- 
| tenance of doctors’ offices. 
Instead of using bank loan facilities 
| for the long term financing of doctors} ™ s 
sma 
look 
like 


| who require expensive equipment, such 
as X-rays, this firm had been carrying 
| sales on open account. Doctors usually 
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find it difficult, however, to pay bills of 
$2,000 or more for equipment in 30, 60, 
or 90 days, with the result that this 
firm’s sales expansion caused a lag in 
its working capital. 

The firm’s financial position was 
strengthened by arranging for a loan 
of $10,000 for one year, repayable 
monthly without security. At the 
same time arrangements were made for 
Timeplan financing of some of the 
equipment sales which require longer 
terms than ordinarily available on open 
account. 

Retailer (drug store): This firm has 
two partners. The principal partner 
had held a good position as a registered 
pharmacist in a long-established drug 
store specializing in prescriptions, lo- 
cated in a downtown office building. 

The building, however, was to be 
torn down and the pharmacist had an 
opportunity to rent a store in a near-by 
building that was being remodeled for 
medical offices. The store was rented 
and the business established with the 
other partner, who assists in the store 
and makes contacts for prescription 
business with doctors in the locality. 
They have a satisfactory lease, a rea- 
sonable rent and, although new, the 
business is already doing a fair volume. 
The two partners had saved $10,000 
between them and placed that sum in 
the business to get it started. 

With these favorable factors for the 
success of the new drug store the bank 
readily granted a loan of $6,000, with- 
out security, for remodeling the prem- 
ises, for supplies and working capital, 
repayable in three years in monthly 
payments. 

Sales and Service: This family busi- 
ness established about ten years ago 
originally started as a sales company 
for home appliances sold through de- 
partment stores. Recently this firm 
decided, because of the many intrica- 
)cies involved in making home installa- 
| tions, such as connecting the plumbing, 
wiring, etc., to capitalize upon its 
ability to do the work on short notice 
and to specialize in.the repair and in- 
stallation of home appliances for down- 
town department stores. These stores 
soon found they could farm out this 
work cheaper than they could do it 
themselves. 

_In order to make the change in the 
ifirm’s operating policy a capital loan 
was required of $4,000 to be repayable 
in twenty-four months out of earnings. 
Proceeds of the loan were to be used for 
the purchase of necessary tools and 
equipment. The loan was made on an 
unsecured basis but supported by the 
guarantees of the owner and his family. 








[N uddition to making capital loans, 

such as the above, for various types of 
small business, it should not be over- 
looke:! that this day and night office, 
like other Bank of America branch 
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Help ALL 
Depositors 


With This New 


24-HOUR 
DEPOSIT SERVICE = 
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Here is a service that will 
appeal to all depositors. No 
longer ‘will they need to limit 
depositing to regular hours, 
_ find parking space, or stand 
in line. All they need do is 


Simple directions on the Head place the deposit in an en- 
make it easy and safe for all velope, drop the sealed en- 
depositors to use the service. velope in the depository, and 


receive your acknowledgment 
in the next day’s mail. 


The H-H-M 24-Hour Depos- 
itory will relieve congestion 
at both lobby and Drive-In 
Windows. No key is required. 
| The service is available to all 

whose deposits can be made 
in an envelope. It supple- 
| ments bulk night deposit 
| service, without duplication. 


Ask our representative to 
show you how other banks 
are using it . . . in combina- 
tion with night deposit service, sometimes with the same receiving 
container .. . adjacent to Drive-In or Walk-Up Windows—and, 
tell you about a prominent eastern bank that installed the H-H-M 
24-Hour Depository in seven branches, based on public acceptance 
of the service. Write today. 
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HERRING-HALL-MARVIN SAFE CO. 


HAMILTON, OHIO 
Builders of the world’s finest... Rotary Record Files © Insulated Record Files © Steel 
Transfer Files @ Safes @ Money Chests © Vault Doors @ Bank Vault Equipment 
Drive-In Windows @ Night Depositories ©@ Stainless Steel Hospital and Building Equipment 
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BANKER’S SPECIAL 


For Insuring Automobiles 
Financed by Banks 


@ Combines low cost insurance 
with the convenience of a master 
policy 

@ Specifically designed only for 
rif 2 dealing direct with the 
public 

e Available through licensed 
agents and brokers in most states. 


Write today for Booklet B 


CHUBB & SON 


Underwriters 


90 JOHN STREET, NEW YORK 7 N. Y. 











Bind your loose -leaf 
ME records in the most 
efficient and durable 


LO W C 0 ST binder ever developed. 


THE NEW acuminum ingen 


STORAGE BINDER 


FREE SAMPLE. tac isa you 


business letterhead for FREE Sample (31” x 6” which may 
be used as note pad), and complete details including prices. 





BANKERS BOX COMPANY 


720 South Dearborn Street, Chicago 5, Ill 
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offices throughout California, is also 
equipped to make large loans to cor- 
porations and business generally. 

The bank also operates a Small Busi- 
ness Advisory Service which has pub- 
lished “Information Digest” covering 
several popular fields of retailing and 
distribution, including grocery stores, 
the home appliance business, wearing 
apparel and other. 

“One of the things that causes the 
greatest confusion when considering 
the plight of small business and its 
financial needs is the fact that it is not 
recognized that there must be a differ- 
entiation between the problems of the 
retailer, the service business, the manu- 
facturer, and the wholesaler,’ com- 
mented Mr. Mattison. ‘They cannot 
be lumped together, no matter what 
definition you use for each category, 
because the problems of each are dif- 
ferent. 

“‘Numerically, the small retailer, 
professional or service business is the 
genuine problem. These have been 
defined in some quarters as ‘tiny’ busi- 


e 


BANK ADVERTISING 


(CONTINUED FROM PAGE 34) 


six group meetings were held by the 
Florida Bankers Association. At each 
of these meetings, a member of the 
Public Relations Committee spoke on 
the “Minimum Effort’ program and 
exhibited the display to show how the 
recommended program could _ be 
adapted and to prove that such ac- 
tivities would be profitable. 

A number of bankers asked how 
much should be spent for advertising. 
To answer this question, the Commit- 
tee quoted from this survey made by 
Financial Public Relations Association 
in which 206 banks reported: 


Deposits Average Advertising 
(in Millions) Budget for 1948 
$ lto$ 5 $ 2,947 
$ 5to$ 10 $ 3,169 
$ 10 to $ 20 $ 8,912 
$ 20 to $ 30 $ 9,241 
$ 30 to $ 50 $ 16,576 
$ 50 to $100 $ 32,406 
$100 to $150 $ 36,287 
o 


ASSURED PLAN 


(CONTINUED FROM PAGE 239) 


cussed the plan with a group of 42 em- 
ployees of a small plant and eight of 
them enrolled. There is no question 
in our mind but that this phase of the 
program provides a very promising 
field for cultivation. 
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ness, whose sales are considerably les; 
than $100,000 a year; yet the owne 5 
partners of these businesses are truly 
the representative Americans with the 
urge to go into business for themse ves. 
Manufacturers and wholesalers, no 
matter how small, can much ore 
readily be accommodated as to working 
capital requirements by means of com. that thi 
modity loans, accounts receivablefthe ™a 
financing, or factoring; but the other perhaps 
group represents a genuine problem{to han 
when it is realized that there are well 
over 2,000,000 such firms and only 
250,000 manufacturing concerns in the 
United States. There are more than 
250,000 retail, professional and service Th 
businesses in California alone. 

“The size of the group naturally ( 
makes it possible for its voice to be{Charts 
heard, for the surest way in. the world fouting 
to arouse some sympathetic audience} The 
is to plead the cause of small business,” Rhis cc 
he said in conclusion, “‘and we sin-§ncludi 
cerely hope more banks will heed thisfjob in 
call and thus stop further direct gov-fployed 
ernment lending.” o illus 
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hroug: 
provid 
perienc 
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$150 to $200 $ 49,621 there a 
$300 to $400 $150,892 rainin 
$400 or over $211,371 ion al 


The advice of the Florida Public Re- argely 
lations Committee is to spend the ortgs 
amount needed to do a good job. This er 
may or may not be an “‘average’”’ figure. 7 ae 
The Lee County Bank, in the 5 to 10 S . 
million deposit group, spends approxi- be th 
mately twice the average reported inf ? 
the F. P. R. A. survey. We do not omg 
have a budget, but spend the amount} hs = 
we think is necessary to accomplish our * “ 
aims. Frequently we are asked: “How "© 
do you get your directors to approve} f 
your advertising expenditures?” The tary . 
answer is simple. We regularly show} : 
them the results obtained and point} hah 
out that profits have increased along} 
with our advertising expense. Last} 
June our directors had an item placed 
in the minutes of their monthly meeting}, 
stating that the increase in business was 
the result of our advertising program.} 
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We have recognized, of course, 
a new plan, such as ours, calls for more 
promotion and salesmanship at the 
outset than it will later. In spite of e “ 
this, our results to date have been very - 
encouraging. In the period betweenf °Y: 
January 16 and March 6, we placed 2847"°Y ' 
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nccounts on the bank’s books. 

The number of inquiries we have had 
rom other banks has also been of in- 
erest tous. The plan already has had 
bonsiderable publicity in the banking 


‘bublications, with the result that we 


ave received numerous letters from 
banks concerning it. It appears now 
that this development may necessitate 


erhaps through a separate company, 
to handle this phase of the program. 


Sl ° 


TRAINING PROGRAM 


(CONTINUED FROM PAGE 31) 


Charts are also utilized showing the 
routing of items and the work flow. 
The film covers various aspects of 
this comprehensive training process, 
including both vestibule and on-the- 
ob instruction. One method em- 
ployed in the second part of the picture 
o illustrate some of the phases is to 
ollow a beginner group in its tour 
hrough departments of the bank. This 
provides an opportunity to show ex- 
perienced personnel, who are products 
pf previous training classes, operating 
lifferent types of business machines. 
Also during the course of the tour 
here are glimpses of courses of training 
n process at the senior level. This 
raining. consists of on-the-job instruc- 
ion and conference discussions. It is 
argely concentrated in the trust, credit, 
ortgage, and installment loan de- 
partments. 
In its third and concluding phase the 
iim turns to public relations, and re- 
ates how this vital subject ties in with 
he things learned in the training pro- 
bram. Topics include such matters as 
the importance of proper telephone 
fechniques and correct letter set-ups. 
























|there is also a recounting of the ways 


in which the bank itself is engaged in 
beneficial public activities, such as 
tivic and welfare drives. Finally, 
there i is a summarization by our Chair- 
an of the Board, Walter S. McLucas, 
dn the importance of proper training in 
banking. 

Some humorous touches throughout 
he film help to make it palatable for 
he beginner groups for whom it is 
argely intended. During the course of 
he bank tour, for example, a view of 
he safe deposit facilities discloses that 
oupon booths can be a convenient 
iiter-hours storage space for personal 
belongings. Scenes of two gourmands 
Breaily oversampling the wares of the 
bank’s cafeteria are followed by a 
ather riotous aftermath in the bank 
nfirmary, as a light way of pointing to 
he medical facilities available. 

John Burke, one of our senior em- 
loyees, served as cameraman in our 
OV'e epic, and the writer labored as 
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to turn them over .. 
of checks is eliminated. 


C 





Free Trial car tHe 


CUMMINS MAN TODAY 


Call the Cummins man today 
for free trial of either of 
these machines. In all prin- 
cipal cities. Or, write us for 
literature and more informa- 
tion on Cummins Perforators 


and Endorsers. Of course, 
there’s no obligation. 





For SPEED... For SAFETY 
in mapnepangene checks 





Cummins 300 makes cancelling easy . . 


. minimum effort. 


Cummins 250 Endorser 
Saves Time . .. Money! 


a / wt 


It is easier for the operator to drop checks 
into the Cummins endorser than it would be 
. one complete handling 


In Business and Banks Since 1887 


FIGHTS GF 


CUMMINS - DEPT. BC-4 - 





CumMInNs 300 CANCELLER is 
preferred by thousands of banks 
because it permits each book- 
keeper to cancel her own checks 
as soon as she has finished post- 
ing them. (It can be done in just 
2 or 3 minutes.) This is so much 
safer and efficient than allowing 
checks to remain uncancelled for 
several hours or overnight. De- 
signed for desk use. . . but with 
the capacity of machines 10 
times its size and weight . . . and 
twice its cost! No skipped 
- split checks! Speedier . .. Safer! 

Banks and business houses of all 
sizes daily demonstrate that the 
Cummins 250 Endorser carries the 
load more conveniently —more 
economically — whether they are 
discarding a rubber stamp or re- 


| placing a battery of less efficient 
endorsers. 


Here are some of the reasons— 
FAST — Automatically prints dated 
endorsements on checks of mixed 
sizes up to 160 per minute, or as 
fast as it is possible to feed them. 
POSITIVE STACKING — All checks 
stacked in exact sequence —no de- 
pendence on momentum or grav- 
ity—each check under control until 
it is stacked in the hopper. 

EASY TO OPERATE— Requires no 
special experience —anyone can 
operate it. 

PORTABLE—Easily moved from one 
listing machine to another, or 
placed on desk. 
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Originators of Perforators—101 Uses for Permanent Marking 


FRAUD 





CHICAGO 40 
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Cummins Business Machines Corp., Chicago 40. Dept. 8C-4 
C) Send Free booklet ‘‘How to Guard Against Fraud’’ 

CO Literature on Cummtns’ Perforators 

C Literature on Check Endorsers and Check Signers 
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director. Every effort was made to 
portray as accurately as possible the 
actual conditions as well as the humor- 
ous happenings encountered in the 
training program. However, many un- 
anticipated problems were encoun- 
tered, and any banks planning films 
may be able to benefit from our experi- 
ence. After a false start it was decided 
not to try to take the dialogue simul- 
taneously with the filming of the pic- 
ture, since the filming speed was not 
the same as the projection speed. In- 
stead, a running commentary, on a 
tape recorder, synchronized with the 
film speed, was supplied by Assistant 
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MEETS 
APPROVED 
REQUIREMENTS 


Powerful leverage enables user, 
with one hand, to attach cord 
and pull until the seal pin is 
forced through the thick folds 
of canvas bag. Increased lever- 
age affords perfect die impres- 
sion even with light pressure 
when deforming seal. Yet Press 
weighs only 17 ozs! 


PURE LEAD SEs ¢ 


“Steel Strong’ Lead Seals comprise 4 holes 
fitted with cable-laid hemp cord and pin. 
Made of pure non-porous lead that will not 
break like a moulded seal made of cheap lead. 
Seals, with cord, packed in bundles of 50, all 
same size; Pins different lengths. 





The C. L. DOWNEY Company 


HANNIBAL MISSOURI 


Worlds Largest Mp4. of Coin Wrappers 











Cashiers Fred Mosdale and Gordon 
Willis along with the writer. 

After the scenes had been filmed it 
was found that some of them did not go 
well with the original story, so con- 
siderable shifting and splicing was en- 
tailed to fit the story to the available 
film. 

There was a noticeable tendency for 
machine operators and others to speed 
up their actions before the camera, and 
this was accentuated on the film. It 
was necessary to caution against this 
constantly. -Incidentally, to promote 
natural performances before the cam- 
era, instead of posing, no advance 
preparation was given the participants. 
The only early notice was given to de- 
partment managers, to arrange for 
time schedules. 

We have discovered that weather 
conditions affect the film, causing it to 
expand or contract, and this tends to 
throw the sound out of synchronization 
with the picture. Based on our experi- 
ence, it would seem that the best 
method of taking such a movie would 
be to put the sound strip on the film, 
rather than to attempt to synchronize 
a wire or tape recorder. Otherwise, as 
second choice, it would appear pref- 
erable to use titles to tell the story of 


° 





the various scenes, omitting the sound. 
A third possibility would be to have 
running commentary not directly 
linked with the film’s action, so that 
the synchronization problem would no} 
be involved. 

While the principal use of ““Training 
in Banking” will be to help indoctri. 
nate beginners, it is also being shown to 
other individuals throughout the bank 
who may be interested. If it is desired 
at some future time to step up recruit. 
ing activities, it is easy to see the {ilm’s 
advantages for such a purpose. 

No commercial copies have been 
made of the film, because it is intended 
solely for the bank’s own use and no 
broader distribution is contemplated, 
especially due to the sound difficulties 
linked with the projection. 

The training department was estab- 
lished in 1944 and in the past five years 
about 75 per cent of the staff has par- 
ticipated in some phase of the bank’s 
training program. Thus it is hard to 
overemphasize the importance of this 
activity, and any medium which will 
assist the training process is considered 
most worthwhile. Consequently, we 
feel that our movie, though strictly and 
admittedly an amateur effort, will 
serve a useful purpose. 


DIRECTOR CLUTCHBILL 


(CONTINUED FROM PAGE 35) 


_“We-a... well, can’t we find out if 
it’s genuine?” 

“IT think so, come Monday. An 
archaeologist from Boston is calling on 
me. Maybe this thing would fetch 
$500 if it can be shown in a genuine 
pioneer background.” 

“An archaeologist? That’s someone 
who meddles in the building trades, 
ain’t it?’ mused Cal. 

“No, they’re underground workers. 
Maybe this instrument was one of the 
first things to come to America. It 
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7 
looks it. It only needs an authentic 
history. I think I could trace its} 
ancestry.” 


“Say, Aaron, you take it. Anything 
over 25 cents will be all right, any time 
this month.” 


‘“‘What makes me suspicious it is anf 


antique is that I was reading aboul 
these old things a little while ago and 
how they come to light. I mean to 
look it up again; we ought to be primed 


before we offer this for sale to this fel-} 
He is coming to} 
look into strange things in our locality." } 

“Maybe,” suggested Cal, “‘he’d like} 


low from Boston. 


to see the old Military Camping 
Ground. Some beavers have come into 
the Military Pond there and they're 
quite tame. 
him.” 


Mr. Clutchbill felt quickly for his}* 


goatee. “That’s a thought! Both the 
spot and the little animals are his 
torical.” 

“The only trouble is, it’s too far t0 
walk, and a car won’t clear the humps 
on the wood road to the Pond.” 

“We've got to get to that old Mil: 
tary Spring and Pond where our troops 
used to camp in the French and Indial 


War: Can’t we get in there on wheels BY“ 


somehow?”’ 
Mr. Bannister scratched his nosé. 


Then, suddenly, he looked up. “There 


I'll bet they’d amuse}Y 
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that old Stanley steamer Hob Sleeper 
bought at the auction this morning. 
Maybe he’d let us take it; she’d climb 
humps like a yearling coon.” 

“Tf it'll run, get it! This archaeolo- 
gist from Boston should feel right at 
home in a steamer.” 

‘Hob paid $18 for it.” warned Cal. 

“Tell him if she blows up we'll give 
him $19 and what’s left.” 


ME: Clutchbill examined Cal’s little 
brass object while returning slowly 
along the side street. There was no 
maker’s name or other revealing letter- 
ing on it save the numbers on the brass 
dial. At Nelt Udall’s watch tinker’s 
shop he turned in and left it for ex- 
amination. Moreover, he gave Nelt 
considerable information on the age of 
antiques. 

That afternoon a pall of steam rose 
in Mr. Bannister’s yard as he worked 
over another antique, a _ two-seated 
buckboard Stanley steamer. After 
blowing out six safety plugs under the 
boiler Cal wiped his hands at supper 
time with a mellow smile of success. 
After supper he informed Mr. Clutch- 
bill there would be no trouble in riding 
to the Military Camp Ground. 

It was thought best to try out the 
vehicle and the next morning the two 
men took a fascinating ride through 
the forest over the old Military Road 
where they were not only rewarded by 
seeing the beavers but also entertained 
themselves in investigating the ancient 
camp site where occasional relics had 
been brought to light in past years. 

On the following Monday a small 
gentleman wearing a white pith hel- 
met, gray imperial and sharp upturned 
mustache points let himself quietly into 
the Ferndale National Bank. 

Mr. Clutchbill hastened forward 
from the front office. 

“This is an honor, sir,’ he beamed. 
“The Honorable Eric Bowfin Oslo, I 
presume.”” 

“Hrumph! It is a pleasure... a 
distinct pleasure if my Boston con- 
nections have directed me to a fruitful 
area.” 

“We shall leave no stone unturned 
to aid you, sir,” said Mr. Clutchbill 
““We have arranged for 
you an expedition to a very mysterious 
place. If you will be seated, sir, I will 
speed the arrival of our equipage.” 


) A worried female voice answered Mr. 
~~ Clutchbill’s telephone summons. 


“Tell Cal to come,” said Mr. Clutch- - 


bill briefly, and hung up to avoid a 
feniale protest. 


‘n minutes later a car with flutter- 





ng plumes of steam appeared at the 

bark curb. Six prowling villagers 

stooped in their tracks and stared with 
Pe mouths. 

- ir. Clutchbill in the black frock 
ofa curator of a European museum 


Apri, 1950 


0% 


led Mr. Oslo directly to the car and 
introduced him to Cal. 

“Our best trailer in these parts,” 
said Mr. Clutchbill proudly. 

Cal bowed with fluttering eyes on 
Mr. Oslo’s pith helmet. 

**As you see,”’ explained Mr. Clutch- 
bill helping Mr. Oslo into the rear seat, 
‘“‘we have chosen a Stanley steamer as 
it is the only high-posted car in town 
that can take the old Military Road 
where we are going.” 

Mr. Oslo looked sadly about him. A 
moisture welled in his eyes and his 
voice caught. “How coincident, a 
Stanley. It takes me back to Africa 
where I walked in the steps of the great 
explorer, Stanley, himself.” 

“Please don’t delay, gentlemen,” 
warned Cal. ‘She don’t like to build 
up steam, sittin’.” 

Cal pulled his hat to his ears, slung 
over the wobbly reverse lever, and 
tested the throttle. The car humped 
its back and sprang backward into the 
street. 

Mr. Clutchbill helped Mr. Oslo re- 
gain his seat with comforting words. 
“She’ll quiet down, won’t she Cal, as 
soon as she uses up the excess steam?” 

Cal nodded uncertainly, slung the 
reverse lever forward, and inched the 
throttle out. 


‘THE car stretched gracefully like a 

greyhound. A velvety whispering, 
cushioned in a cloud of white steam, 
hissed backward along Main street. 
Buckboard built, the touch of the first 
railway track at the crossing caused her 
to spring over the remaining two 
tracks like an antelope. 

By pausing to take on ice-cold spring 
water at seven different watering 
troughs, the Stanley never blew a 
safety plug all the twenty miles to the 
mountain range. On the mountain 
road, where gas cars crawled in “low,” 
the buckboard sailed skyward in such 
swift, balloon-like rises that Mr. Oslo’s 
white pith helmet crouched behind the 
explorer’s neck, hanging there by the 
chin-strap. Bending south through the 
woods along the old Military Road the 
Stanley took the swells as bravely as a 
sailboat, and after two miles passed a 
giant maple. Mr. Clutchbill pointed 
out to archaeologist Oslo the fork of its 
gnarled roots where a stream of water 
poured out as though from a garden 
hose. The old director explained it was 
the Military Spring, thankfully used in 
the formative days of the region by 
passing scouting parties and detach- 
ments of troops from the lakeland of 
Champlain to the shores of the Con- 
necticut. The crystal waters poured 
down into a pond, alder-fringed save 
for a small overhanging meadow 
cleared in far-off years for a military 
campground. It was here the Stanley 
came to rest with her steaming nose 
pointed over the waters. 
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Suddenly out on the surface a brown 
animal, large as a little pig, broke 
water and plowed along the quiet sur- 
face, sending out a heavy wake. 

“A beaver!” uttered Mr. Clutchbill. 

“Fancy!” whispered Mr. Oslo scram- 
blingly down to the sod. 

“Oh! It’s an ancient place,” chirped 
Mr. Clutchbill instantly following him. 

“Can you,” gasped Mr. Oslo, “‘make 
him slap the water with his tail, his 
warning alarm? I’ve never seen it 
happen.” 

“Certainly,” nodded Cal climbing 
out of his machinery. 


Cal waved his arms and shouted, but 
the beaver plowed contentedly along 
with hardly a side glance. 

“Huh, that beats all,” complained 
Cal. “So many folks come here fish- 
ing, he’s got tame. You wait a minute.” 

Cal examined the water gauge on the 
Stanley where the steam was building 
up rapidly now the car wasn’t in 
motion. With a finger raised in cau- 
tion, Cal stepped back. 

Suddenly a safety plug on the car 
blew out with a bang. There was a 
billowing plume of steam. The hood 
snapped up like the opened mouth of 
an alligator, revealing teethlike as- 
bestos plaster on the boiler. 
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Instantly the beaver yanked his 
broad tail into a “C”’ over his ears and, 
faster than the eye could follow, 
slammed the water with a splashing 
pop. 

“Splendid! Splendid!!” howled Mr. 
Oslo running to the brink of the little 
meadow shelving the water. 


R. Clutchbill and Cal watched 

anxiously. For, suddenly, archae- 
ologist Oslo had gone into a hypnotic 
trance. He stood staring at something 
protruding from beneath the sod just 
below the brink. 

Wonderingly he crept up to it and 
knelt down. He plucked it out and 
hurriedly rid it of dirt. 

“Look!” he yelped. 


Mr. Clutchbill and Cal hastened 
forward. 
“Hm’f!’ gasped Mr. Clutchbill, 


“some old military object from the 
ancient troops. Maybe a cannon 
sight.” 

*No-o!”’ howled Mr. Oslo staring at 

“It’s an astrolabe!”’ 

“A ....a-aold pioneer hash ladle?” 
gasped Cal breathing heavily through 
his bony nose. 

*‘No-o! No-o-o!” corrected Mr. Oslo 
beginning to pant excitedly like a 
spaniel dog. “It’s a genuine astrolabe. 
Comes from the Greek word, astron 

. . Star, and labein, to take. An in- 
strument to take one’s position on the 
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earth by using it on the North siar 9 
sun.” 

“Well, my name’s Rebecca Me: 3inty 
if I ever saw one before,”’ uttered Caj 

“No wonder! It goes back to th 
Egyptians. Must have been brough 
here . . . what’s this?” Archaeologig 
Oslo was staring at a line of engraved 
letters on the back side of the strang 
little brass instrument: “S de C. Parj 
1603.” 

“Huh! That’s probably its name,” 
suggested Mr. Clutchbill. 

*‘No-o! Great heavens, this is a find! 
‘S de C’.. . Samuel de Champlain, the 
great French explorer. Everybody 
wondered what he did with a whok 
month on Lake Champlain in 1609, 
He’s been over here . . . and —and lost 
this!’ 

“Probably the Indians took hin 
over,” nodded Mr. Clutchbill. 

“Been in the ground a long time; it’; 
all kind of greenish,” put in Ca 
““You’ve got keen eyes to detect thos 
letters.” 

“Of course . . . of course —340 year 
Probably shores crumbled away ané 
brought it to light. We were just i 
time.” 

“Valuable?” asked Cal lightly. 

“Valuable? There’s no telling wha 
it’s worth. Stupendous!” 

“Well, Cal and I are delighted w 
led you to this chance find,” purre 
Mr. Clutchbill. 

“Yum-m!” said Mr. Oslo holding 
the instrument up to the sky and mov 
ing the brass arrow in line with th 
sun, then taking it down to inspect th 
numbers on the dial. ‘“‘Forty-fou 
what’s the latitude here about?” 

“Tt’s about forty-four,’’ nodded M 
Clutchbill. 

“Perfect . . . I knew it would be. A 
the scientific journals will carry thi 
find.” 

“Your name will go down in hi 
tory,” prophesied Mr. Clutchbill. 

“Absolutely! We must get back. | 
can’t wait!” 

Cal screwed a new safety plug in 
the Stanley, took on water from tl 
pond, got up steam, and the expeditio 
flew in a cloud of triumphant steal 
back to the Ferndale railway depo 
Mr. Clutchbill continued on with C 
to the latter’s woodshed where bo 
men sat on a chopping block and gaze 
at each other. 

“Do you suppose, Aaron, my trou 
scales was an antique astrolabe, afte 
all?” 

‘“Hm’f! He had me almost col 
vinced, if I didn’t know that our loca 
watch tinker, Nelt Udall, carve 
Samuel Champlain’s initials and th 
date, 1603, on the astrolabe only fou 
days ago. I imagine Oslo will sell! 
fora thousand. Anyhow, he’ll mai 
$500, and we’ve made $500. And it 

put the old Ferndale National ! 
strong with our Boston correspondent. 
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